OCTOBER  1  5,  1997 

EIGHT  DOLLARS 

BELGIUM  BF240 
FRANCE  FR40 
GERMANY  DM12 
ITALY  LI 3,000 
JAPAN  ¥780 
NETHERLANDS  G13 
SPAIN  P1000 
SWITZERLAND  SFR10 
UNITED  KINGDOM  £5 


IN  TWO  SECTIONS 


A  Special  Report  on 
Project  Management 

Best  Practices 

PAGE  28 

How  to  Avoid  Failure 

PAGE  54 


AN  INTERNATIONAL  DATA  GROUP  PUBLICATION 


Pentium®]! 

■  processor  JUL 


Dell®  OptiPlex® 


When  Ford  asked,  Dell  answered.  By  delivering  computers,  service  and  support  wherever  they  need  it.  Helping  them 
standardize  33%  of  their  installed  worldwide  base  and  now  shipping  them  50%  of  all  their  systems.  The  systems  we 
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WHICH  COMPUTER  COMPANY 
OFFERS  GLOBAL  STANDARDIZATION 
AND  SUPPORT? 
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You  see,  at  Dell  we  don't  just  sell  directly  to  customers.  We  listen  directly  to  them.  Which  enables  us  to  build  each 
computer  system  to  the  exact  specifications  of  the  customer.  Because  everything  goes  through  us,  we're  accountable  every 
step  of  the  way.  Accountability  that  has  helped  us  gain  the  number  one  position  when  it  comes  to  providing  desktop  PCs  to 
corporate  America?  The  fact  is,  Dell  is  built  from  the  ground  up  to  answer  the  needs  of  business.  So  let  us  ask  you  a  question. 
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Project  Management:  Do  or  Die 

INTRODUCTION  Many  CIOs  are  overlooking 
a  time  bandit  with  nearly  as  much  destructive 
potential  as  the  millennium  change:  the  gradual 
obsolescence  of  the  IT  department. 

By  Christopher  Koch 


Home  Field  Advantages 

BEST  PRACTICES  In  the  quest  for  life  after 
outsourcing,  CIOs  can  turn  IS  departments 
into  project  management  teams  that  are 
much  too  valuable  to  be  traded. 

By  Bronwyn  Fryer 


40  The  Big  Uneasy 

COMPANY  PROFILE  Complex  “enterprise  software” 
packages  like  SAP’s  R/3  can  make  or  break  a  project 
manager’s  career.  For  Visio’s  Neal  Myrick,  the  goal  was 
clear:  Deliver  a  solid  computer  system,  not  the  moon. 
By  Christopher  Koch 


54  When  Bad  Things  Happen  to 
Good  Projects 

PROJECT  PITFALLS  The  warning  signs  of  failure  are 
detectable  long  before  a  project  falls  apart.  You  just  have 
to  know  where  to  look. 

By  Tom  Field 
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Are  You  Running 
Out  of  Time? 
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Oracle  Web  Application  Server  3.0 
puts  you  on  the  fast  track  to  Network  Computing 

— and  keeps  you  there. 


Did  your  Web  server  become  business  critical  overnight 
—  but  your  Web  server  software  didn’t? 

Do  you  want  to  Web-enable  all  your  mainframe  data 

—  but  don’t  know  how? 

Do  you  want  to  move  your  client/server  applications 

to  thin  client  applications 
—  without  risk? 

Let  Oracle  Show  You  How 


Applications  running  on  a  professionally  managed  server  network  offer  huge  economies  of  scale  — 
lower  hardware  and  administrative  costs  —  while  dramatically  improving  application  performance, 
reliability  and  security.  Oracle’s  Application  Server  delivers  all  of  this:  high-performance,  fault  toler¬ 
ance  and  security.  It  also  offers  a  wide  choice  of  development  tools:  HTML,  Java,  C,  LiveHTML, 
Perl,  VRML  plus  our  own  PL/SQL,  Developer/2000™  web  forms  and  web  reports. 


ORACLE’ 

Enabling  the  Information  Age™ 


For  your  free  Trial  CD  of  O  racle®  Web  Application  Server  3.0,  call  Oracle 
at  1-800-633-1059,  ext.  1  1878  or  download  at  http://www.oracle.eom/WAS3.0 


©1997  Oracle  Corporation.  All  rights  reserved.  Oracle  is  a  registered  trademark,  and  Developer/2000  and  Enabling  the  Information  Age  are  trademarks 
of  Oracle  Corporation.  All  other  company  and  product  names  are  trademarks  of  their  respective  owners. 
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64  Project  Managers  Toolbox 

EMERGING  TECHNOLOGY  Here’s 
everything  you’ll  need  for  keeping  track 
of  your  project’s  people,  tasks 
and  money. 

By  Curtis  F.  Franklin  Jr. 

Intellectual  property  •  Visual  modeling  tool  •  Encryption 


76  BankBoston's  David  lacino 

SHOP  TALK  A  project  manager  discusses  year  2000  project 
management. 

By  Alex  Frankel 
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LETTER  FROM  THE  EDITOR,  READER  FEEDBACK 
AND  HOW  TO  REACH  US 


Ten  years  ago,  most  people  entering  information 

systems  management  were  charged  with  overseeing  large  shops  of  soft¬ 
ware  developers.  There  weren’t  a  lot  of  relevant  packaged  applications, 
and  the  only  platform  was  the  mainframe.  Has  any  job  changed  more 
dramatically  in  the  past  decade? 

Besides  the  time  they  spend  on  strategy  and  planning,  CIOs  spend  a 
lot  of  their  time  scoping  out  new  technologies  and  getting  to  know  the 

vendors  that  make  them;  working 
with  consultants,  integrators  and  out¬ 
sourcers;  and  managing  large-scale 
projects.  The  need  for  project  man¬ 
agement  skills  is  so  great  that  at 
one  recent  PM  conference  (not  IS- 
specific),  a  majority  of  the  attendees 
were  from  IS. 

A  good  project  manager  must  be 
able  to  fill  a  variety  of  roles,  includ¬ 
ing  business  person,  leader,  motiva¬ 
tional  speaker,  politician  and  psy¬ 
chologist.  Regrettably,  many  IS 
shops  noticeably  lack  these  skills. 
With  the  year  2000  looming,  this 

is  something  to  be  concerned  about.  That  is  why  we  published  this 
special  report  on  project  management. 

I’d  like  to  thank  editors  Elaine  Cummings,  Sara  Shay  and 
Christopher  Koch,  who  produced  this  issue  under  extremely  challeng¬ 
ing  conditions.  When  most  of  the  staff  was  preoccupied  with  launch¬ 
ing  our  new  sections  (you  received  the  first  release  of  CIO  Enterprise 
with  this  issue),  these  three  kept  their  focus  on  finding  and  presenting 
the  best  practices  in  project  management — and  the  pitfalls  that  can 
croak  a  project. 

In  case  you  missed  my  letter  last  issue,  I’ll  take  this  opportunity  to 
explain  a  little  about  the  new  sections.  With  the  issue  of  CIO  that 
goes  out  the  first  of  the  month,  you’ll  receive  CIO  Web  Business, 
which  will  help  you  and  your  business  peers  use  the  Web  to  improve 
productivity,  increase  profits  and  transform  your  business.  With  your 
mid-month  issue,  you’ll  get  CIO  Enterprise,  which  is  pitched  toward 
helping  senior  decision  makers  from  all  functions  better  understand 
how  to  derive  value  from  their  IT  investments. 

Please  pass  along  our  sections  to  other  executives  in  your  organiza¬ 
tions.  And  let  us  know  what  you  think  of  the  sections  by  dropping  an 
e-mail  to  letters@cio.com. 
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In  Canada  call  (416)  364-2760 

SmartMart  is  a  trademark  of  Information  Builders,  Inc.  New  York,  NY  (212)  736-4433  E-mail:  info@ibi.com 
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Multiple  Vendors...  Multiple  Headaches 

Today  many  data  mart  projects  become  a  nightmare  because 
they're  built  with  separate  software  tools  from  many  vendors. 
Even  the  most  carefully  designed  data  mart  won’t  work  if  the 
components  haven’t  been  designed,  tested,  and  optimized 
to  work  with  one  another.  And  do  you  really  want  to  call  six 
vendors  every  time  you  have  a  problem?  The  solution? 

A  SmartMart™  data  mart  from  Information  Builders. 

Think  SmartMart™...  The  Smarter  Data  Mart 

SmartMart  provides  all  the  tools,  technology  and  services 
you  need  to  build,  use  and  manage  a  data  mart...  in  one 
proven  and  affordable  package.  You  get  tools  for  data 
extraction  and  movement,  transformation,  multidimensional 
data  storage,  reporting  and  analysis,  Web  access, and 


administration.  You’ll  also  get  the  consulting  services  you’ll 
need  to  guarantee  a  fast,  trouble-free  implementation.  And 
because  SmartMart  is  a  complete,  single-vendor  solution,  all 
components  are  fully  tested  to  work  together  so  you  avoid 
the  cost,  complexities  and  delays  associated  with  integrating 
technologies  from  multiple  vendors.  Best  of  all,  SmartMart’s 
open  architecture  ensures  full  integration  with  your 
enterprise  information  framework...  now  and  in  the  future. 

Call  THE  BUILDERS 

For  complete  information  on  our  SmartMart  data  mart 
program,  including  a  free  white  paper  “The  Data  Mart: 

A  New  Approach  to  Data  Warehousing”,  visit  our  Web  site 
or  call  1-800-969-INFO. 
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Howto  Reach  Us 


E-mail:  letters@cio.com 
Phone:  508  872-0080 
Fax:  508  879-7784 

Address:  CIO  Communications  Inc., 

492  Old  Connecticut  Path,  P.O.  Box  9208, 
Framingham,  MA  01 701  -9208 

WebSite:  www.cio.com 

Subscriber  Services:  800  788-4605; 

Fax:  508  879-7899; 

E-mail:  denisep@cio.com 

Reprints:  Reprints  are  available  by 
calling  508  935-4539. 

Letters  may  be  edited  for  length  or  clarity. 

MIGRATION  HEADACHES 
You  are  correct  that  there  is  a  serious  year 
2000  problem  [Editor’s  Letter,  July  1997]. 
However,  migration  is  a  two-edged 
sword — if  CIOs  pick  a  technology  with 


known  downsides,  they’re  behind  the 
times.  If  they  pick  a  new  technology,  they 
don’t  know  if  it  will  really  work.  Actually, 
they  can’t  even  easily  pick  a  new  technol¬ 
ogy  company  because  those  trendy  com¬ 
panies  really  don’t  care  a  fig  about  the 
year  2000,  migration  and  all  that,  any¬ 
way.  The  Sun  Microsystems  of  the  world 
would  rather  a  CIO  just  dump  everything 
and  start  anew  with  their  platform. 

Year  2000  is  not  unsolvable — but  it’s 
not  solved  by  buying  some  new  hardware 
platforms  or  going  to  Unix  or  NT.  It’s 
solved  by  developing  a  platformless 
approach  that  works  flexibly  with  a  CIO’s 
future  hardware/infrastructure  plans. 

Lynne  Greer  Jolitz 
Director,  Internet  Business 
InterProphet 
Los  Gatos,  Calif. 
ljolitz@cardio.ucsf.edu 

ON  THE  CIO-100 

Absolutely  well  written  and  relevant 


August  1997  CIO.  Not  only  did  I  find  it 
interesting  reading,  I  also  came  away 
with  some  ideas  to  apply  to  my  com¬ 
pany.  With  1,850-plus  IT  employees  in 
over  90  countries  around  the  world,  I 
can  use  all  the  good  ideas  available. 

Mike  Ruffolo 
Vice  President  and  CIO 
NCR  Corp. 

Dayton,  Ohio 
ruffom@UH2309P02.daytonoh.ncr.com 

I  was  disappointed  that  “The  Nature  of 
Excellence”  [August  1997]  did  not  deal 
with  the  issues  relating  to  application 
architecture.  While  it  was  stated  through¬ 
out  that  applications  need  to  align  with 
the  business,  there  was  no  mention  of  how 
to  maintain  that  alignment  as  the  business 
changes.  Most  of  the  businesses  I  have 
worked  for  have  struggled  with  legacy 
applications  that  either  were  not  designed 
to  be  flexible  or  had  lost  their  flexibility 
through  years  of  minor  enhancements — 
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The  Moral: 

A  Power  Network  will  help  you  work  smarter  and  more  efficiently. 


; 


' 


e  know  you’re  way  too  busy  putting  out  fires 
to  focus  on  improving  customer  service,  streamlining 
business  processes  and  a  small  thing  like  contributing 
to  the  bottom  line.  That’s  why  a  customized  Nortel 
Power  Network  from  WilTel  is  such  a  novel  idea. 
We’ll  design  and  install  a  network  that  integrates 
and  enhances  your  business  operations.  We’ll  even 
handle  the  glitches  through  ongoing  maintenance 
and  network  monitoring.  Call  it  24/7  assurance. 
Basically,  you’re  free  to  worry  about  the  things  you 
need  to  worry  about.  It’s  the  kind  of  stuff  fairy 
tales  are  made  of. 


WilTel 


A  Williams 

Communications  Group 
Company 


NfrRTEL 

NORTHERN  TELECOM 


YOUR  POWER  NETWORK.  OUR  RESPONSIBILITY: 


For  the  rest  of  the  story,  call  WilTel  at  - 

1.888.9WilTel  www.wiltel.net  ' 

Nortel  and  Power  Network  are  trademarks  of  Northern  Telecom. .  .  • 

... 


read  the  first  statement  in  “New  Business” 
[Trendlines,  Page  26,  August  1997].  It 
reads,  “Universities  have  been  dedicated 
to  learning  since  the  Middle  Ages,  but  until 
now  no  academic  position  dedicated  to  the 
study  of  knowledge  has  existed.”  What? 
As  a  philosopher  by  training  and  a  mem¬ 
ber  of  IS  by  profession,  I’d  like  to  let  you  in 
on  a  secret:  We’ve  been  working  on  the 
issue  of  knowledge  for  about  2,500  years. 

In  this  country  alone,  there  are  proba¬ 
bly  several  hundred  people  who  have 
exactly  such  academic  positions.  There’s 
even  a  fancy  name  for  them — epistemol- 
ogists.  You’ll  find  them  toiling  in  virtually 
every  philosophy  department.  Look  at  the 
books  in  the  philosophy  library  as  well — 
you  will  find  yards  and  yards  of  titles  con¬ 
taining  the  words  “knowledge”  or 
“knowing.”  Nor  is  our  work  unrelated  to 
the  interests  of  IS  and  business. 

Christopher  Wilson 
Columbus,  Ohio 
71550.3316 @  CompuServe,  com 


I  want  to  thank  you  for  this  excep¬ 
tional  article  [“The  Nature  of 
Excellence”].  As  the  CIO  of  a  mid¬ 
size  insurance  company  in  Maine, 
it  can  be  very  difficult  to  exchange 
strategic  issues  and  ideas  with 
other  CIOs.  Your  reporting  has 
been  invaluable  to  me  in  identi¬ 
fying  the  issues  and  obstacles 
involved  in  integrating  new  technolo¬ 
gies  into  existing  infrastructures.  Very 
often,  CIO  serves  as  the  mentor  I 
couldn’t  find. 

Gary  Baxter 

CIO 

Maine  Employers’  Mutual 
Insurance  Co. 

Portland,  Maine 
gbaxter@memic.com 


PHILOSOPHY  101 
You  must  surely  have  been  sleeping  in  your 
philosophy  class  the  week  they  discussed 
theories  of  knowledge.  I  was  shocked  to 


— 


or  “fixes” — made 
without  regard  for  the  long  term. 
Duplication  of  data  and  redundant  pro¬ 
cesses  are  not  often  designed  into  sys¬ 
tems.  Yet  these  are  the  issues  that  make 
it  difficult  to  manage  legacy  systems.  The 
lack  of  an  application-level  architecture 
has  made  it  impossible  to  manage 
change  to  the  applications. 

Debra  Blatnik 
Technical  Consultant,  Data  Architecture 
Certified  Vacations 
Fort  Lauderdale,  Fla. 
dblatnik@certifieduacations.com 


If  your  IT  challenges  are  expanding  faster  than  your  staff,  you  should  be  looking 


at  Tivoli's  TM  E  10™  enterprise  management  software.  It  controls  all  your  systems, 


networks  and  applications  from  the  data  center  to  the  desktop.  So  you  can  increase 


productivity  by  automating  routine  tasks  and  giving  a  leaner  IT  staff  the  power  to 


manage  anything,  anywhere.  You  can  enhance  availability  by  proactively  managing 


distributed  systems.  You  can  deploy  software  like  SAP  R/3  or  Lotus  Notes®to 


WHEN  YOUR  “TO-DO”  LIST  GETS  BIGGER  THAN 


thousands  of  users  from  a  single  console,  and  manage  applications  and  events  on  an 


enterprise  scale.  And  because  so  many  vendors  work  with  our  uniquely  open,  scalable, 


cross-platform  framework,  you  can  count  on  choosing  best-in-class  products.  Some¬ 


thing  else  to  count  on:  As  an  IBM  company,  we  can  support  your  enterprise  wherever  you 


do  business-no  matter  which  vendors  you  choose. To  see  how  we  can  help  you  better 


leverage  IT  assets,  visit  Tivoli  Systems  Inc.  at  www.tivoli.com  or  call  1  800  2TIV0LI. 


YOUR  IT  BUDGET,  IT’S  TIME  FOR  TIVOLI. 


)WER  TO  MANAGE  ANYTHING.  ANyWHERE 


CIO  SALES  OFFICES 


Publishers  Note 


In  the  good  old  days,  consultants  were  the  keepers  of  secret 
knowledge.  To  get  it,  though,  you  had  to  pay  a  hefty  price.  But  what  if 
you  were  able  to  access  intellectual  capital  from  your  PC  at  a  fraction 
of  the  cost? 

In  an  effort  to  provide  IT  and  business  executives  with  easy-to-access 
intellectual  capital  about  IT,  CIO  Communications  Inc.  and  ICEX  Inc.  are 

introducing  a  CD-ROM  product  called 
“CIO  ConsultWare:  Managing  IT 
Standards.  ” 

To  ensure  optimal  utilization  and  growth 
of  their  IT  systems,  companies  typically 
turn  to  consultants,  technology  vendors, 
other  specialists  and  industry  newspapers 
and  magazines  for  counsel — all  time- 
consuming  and  costly  measures.  Now 
with  the  “CIO  ConsultWare”  interactive 
CD-ROM,  companies  can  quickly  and 
conveniently  navigate  through  current 
standard  policies,  study  management  practices  in  use  at 
a  diverse  selection  of  companies  and  identify  methods  for  assessing  their 
existing  IT  environments. 

“What’s  particularly  exciting  about  this  product  is  that  it  provides  the 
user,  whether  a  small,  medium  or  large  organization,  with  industry  data, 
consultant  models,  practical  examples  and  implementation  ideas  on  a 
specific  IT  topic  at  a  nominal  cost,”  says  Richard  W.  Swanborg  Jr.,  presi¬ 
dent  of  ICEX.  “It’s  a  great  alternative  to  hiring  a  consultant  for  the  day.” 

So  whether  you  call  it  a  “new-wave  consultant  solution”  or  a  “consul¬ 
tant  in  a  box,”  “CIO  ConsultWare”  is  guaranteed  to  be  worth  the  invest¬ 
ment.  As  a  special  offer  to  CIO  readers,  you  can  purchase  “CIO 
ConsultWare”  for  $1,950,  a  savings  of  $450  off  the  regular  price.  If  for 
any  reason  you  are  not  totally  satisfied,  we  will  refund  your  investment. 

Take  a  test  drive  at  www.icex.com/ITStandardsDemo.  To  order  the 
CD-ROM,  please  contact  Denise  Perreault  at  508  935-4443  or 
denisep@cio.com. 


P.S.  Beautifully  crafted  hard-bound  commemorative  10th  anniversary  edi¬ 
tions  of  CIO  can  be  yours.  They  make  perfect  gifts  for  clients,  employees, 
colleagues  or  even  yourself.  For  more  information,  call  Denise  Perreault 
at  508  935-4443  or  e-mail  her  at  denisep@cio.com. 
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NEWS,  INSIGHT,  HUMO 

Edited  by  Sara  Shay 

Will  You  Lose  Your  Shirt  in  a  Suit? 


To  stave  off  such  legal  dilem¬ 
mas,  IS  departments  need  to 
sweat  the  details  of  year  2000 
project  management.  If  they 
don’t,  CIOs  themselves  may  be 
held  liable  for  failed  projects, 
says  Warren  S.  Reid,  a  litigation 
strategist  for  Encino,  Calif.- 
based  WSR  Consulting  Group, 
which  evaluates  large  system 
failures.  Unless  CIOs  are 
officers  of  the  company,  he 
explains,  they  are  not  necessarily 
covered  by  the  insurance  that 
protects  directors  and  officers 
from  personal  liability  when  a 
company  is  sued. 

“This  is  going  to  be  a  litiga¬ 
tion  catastrophe,”  says  attorney  ™ 
Vito  Peraino,  a  partner  with  San  Fran¬ 
cisco-based  Hancock,  Rothert  &  Bun- 
schoft  LLP  who  has  testified  before 
Congress  on  the  issue.  Likely  litigants 


will  include  people  who  have  been  in¬ 
jured  physically  as  a  result  of  a  computer 
snafu,  purchasers  of  faulty  software 
and  hardware,  and  shareholders  of 


Zen  and  Now 


ONLINE  BUDDHA 


If  the  rigors  of  project  management  have  begun  to  disturb  your  inner  peace,  perhaps 
it's  time  to  embark  on  a  spiritual  journey — online.  Here  to  help  you  is  the  Jomoh  Temple,  the  very  mod¬ 
ern  Web  site  of  the  400-year-old  Buddhist  Daioh  Temple  in  Kyoto,  Japan.  In  addition  to  guiding  you  to¬ 
ward  answers  to  the  "profound  and  perplexing  questions  in  your  life  today,"  the  temple's  forward- 

thinking  Head  Priest  Shokyu  Ishiko  is  offering  his  first  annual  Information  Service  on  Oct.  24. 

Inspiration  for  the  service  comes  from  Ishiko's  concern  that  information  recorded 
electronically  rather  than  with  pen  and  ink  is  too  often  "discarded  or  erased 
without  even  a  second  thought."The  Buddhist  service,  which  the  ambi¬ 
tious  can  also  catch  at  the  Kyoto  location,  will  heighten  awareness  of 
the  "information  void"  such  thoughtless  deletions  encourage.  Why 
the  24th?  According  to  the  Web  site,  "As  the  principal  unit  of  the 
computer  is  the  kilobyte  (1 ,024  bytes),  it  only  seemed  logical  to 
hold  the  service  on  the  24th  day  of  the  1 0th  month."  We're  sure 
the  bodhisattvas  would  approve. 

Visit  the  site  at  www.thezen.or.jp/.  ■ 


YEAR  2000 


Forget  about  the  gigantic 
tobacco  settlements  of  last  summer.  An 
entirely  new  area  of  litigation  is  loom¬ 
ing  on  the  horizon,  and  some  say  it  will 
eclipse  all  others  in  scope. 

When  the  post-millennial  dust  set¬ 
tles,  companies  that  failed  to  deal  with 
the  year  2000  problem  properly  may 
have  a  slew  of  lawsuits  on  their  hands. 
And  expensive  suits  at  that:  Giga  Infor¬ 
mation  Group  Inc.,  a  Cambridge, 

Mass. -based  consultancy,  predicts  that 
worldwide  year  2000-related  litigation 
expenses  could  exceed  $1  trillion. 

“Never  has  there  been  a  technical 
problem  that  had  the  potential  to  trigger 
so  many  lawsuits  and  create  so  much 
business  crisis  as  the  year  2000  prob¬ 
lem,”  says  project  management  expert 
Capers  Jones,  president  of  Software 
Productivity  Research  in  Burlington, 
Mass.  “It  is  the  largest  pure  software 
project  in  the  history  of  the  world.” 


ILLUSTRATION  BY  STEVE  MEEN  PHOTO  BY  MASAO  OTA  /  PHOTONICA 


DECISIONS  ARE  TOUGHER. 


TIME  IS  CRITICAL 


RESOURCES  ARE  LEANER. 


AND  THE  BUCK  STOPS  WITH  YOU 


HYPE  JUST  WON’T  CUT  IT  ANYMORE. 


Introducing 


CFO  Vision 


THE  POWER  TO 
FIGURE  IT  OUT 


Stop  crunching  and  start  analyzing.  With 
CFO  Vision  you  can  visualize  your  business 
interactively... and  gain  control  of  informa¬ 
tion  to  spot  opportunities  and  risks  faster 
than  ever  before.  Reengineer  the  entire 
process  of  financial  consolidation,  reporting, 
and  analysis... as  you  accelerate  the  flow 
of  information  to  decision  makers  at  every 
level  of  your  organization. 

With  the  click  of  a  mouse: 

■  Understand  the  facts  beyond  the  figures. 

■  Improve  timeliness  and  availability  of 
business  reporting. 

■  Analyze  every  “slice”  of  your  business — 
from  branch  profitability  to  product  cost 
analysis — in  any  currency. 

Powerful,  award-winning  data  warehousing, 
OLAP,  graphics,  and  EIS  capabilities  are  all 
included  in  one  fully  integrated,  easy-to-use 
solution.  It’s  all  yours  from  one  vendor: 

SAS  Institute,  with  a  proven  track  record 
for  continuous  innovation  and  reliable 
support  at  more  than  29,000  organizations 
worldwide... including  the  Fortune  100. 

For  a  free  preview  of  CFO  Vision,  just 
give  us  a  call  or  send  us  E-mail  at 
cio@sas.sas.com 


919.677.8200  Fax  919.677.4444  In  Canada  1.800.363.8397  www.sas.com/vision/ 


SAS  is  a  registered  trademark,  and  CFO  Vision  a  trademark, 
of  SAS  Institute  Inc.  Copyright  ©  1996  by  SAS  Institute  Inc. 
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companies  that  experience  software 
failure  and  want  the  companies  to  be 
liable  for  their  financial  losses,  according 
to  Peraino.  In  addition,  owners  of  legacy 
systems  that  didn’t  come  equipped  to 
deal  with  the  year  2000  glitch  could  sue 
the  suppliers.  Can’t  you  just  smell  the 
potential  for  class-action  suits? 

If  you  think  you  have  a  few  years  yet 
before  you  need  to  add  Johnny 
Cochran  to  your  Rolodex,  think  again. 
One  of  the  first  cases  involving  the  year 
2000  problem  was  filed  in  August  by 
Produce  Palace  International.  When 
the  Warren,  Mich. -based  produce 
store’s  new  systems  freaked  out  while 
trying  to  process  credit  cards  with 
post- 1999  expiration  dates,  it  filed  suit 
against  suppliers  Tec-America  Corp., 
an  Atlanta-based  credit-card  process¬ 
ing  vendor,  and  All  American  Cash 
Register  Inc.,  a  provider  of  cash  regis¬ 
ters  and  computer  systems  in  Inkster, 
Mich. 

And  three  years  shy  of  the  turn  of  the 
century,  year  2000  litigation  is  already 
a  full-time  job  for  Reid  and  Peraino, 
they  say.  -Alex  Frankel 


“We  thought 

SAP’s  R/ 3  software 

was  going  to  be  this 

800-pound  gonna 

and  that  we'd 

go  broke  feeding  it 

over  the  next 

few  years. 

-Eleanor  O’Neill,  IT  and  Facility 

Manager,  Europe,  a,  Vls.o  Corp 

0„  her  doubts  about  implementing 

sta'berrela'ively  smallcontpari, 
(Sc<!  “The  Kg  Uneasy,  Page 

for  more  about  Visio.) 
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LEARNING  OPPORTUNITIES: 

ABT  Corp. 

361  Broadway 
New  York,  NY  1001 3 
Phone:  800  4-PROJECT 
Fax:  21 2  219-3597 
Web  site:  www.abtcorp.com 

ABT  is  a  worldwide  provider  of 
management  software  for  IT  product 
environments. 

Center  for  Project  Management 

1  Annabel  Lane,  Suite  1 08 
San  Ramon,  CA  94583 
Phone:510  275-8000 
E-mail:  project@center4pm.com 
Website:  www.center4pm.com 

The  center  is  dedicated  to  the 
development  of  innovative  project 
management  solutions  and  has 
earned  a  reputation  for  excellence 
and  leadership  in  the  field. 

READING  LIST: 

The  Deadline 

By  Tom  DeMarco 
Doubleday,  1 977 

Checkyour  public  library  for  a  copy  of  this  novel  about  project  management. 

Patterns  of  Software  Systems  Failure  and  Success 

By  Capers  Jones 

International  Thomson  Computer  Press,  1 995 

This  book  includes  a  statistical  analysis  of  software  projects  that  were  total  failures 
as  well  as  projects  that  set  records  for  quality  and  productivity. 

Year  2000  Problem:  Strategies  and  Solutions  from  the  Fortune  1 00 

By  Leon  Kappelman 

International  Thomson  Computer  Press,  1 997 

Key  managers  in  Fortune  1 00  companies  and  government  reveal  their  solutions  to 
the  year 2000 problem. 

What  Made  Gertie  Gallop:  Lessons  from  Project  Failures 

By  O.P.  Kharbanda  and  Jeffrey  K.  Pinto 
Van  Nostrand  Reinhold,  1996 

The  authors  look  at  project  management  catastrophes  and  show  what  went  wrong. 


Project  Management  Institute 

1 30  South  State  Road 
Upper  Darby,  PA  1 9082 
Phone:  610  734-3330 
Fax:610  734-3266 
E-mail:  pmieo@pmi.org 
Web  site:  www.pmi.org 

PMI  offers  professional  development 
opportunities  through  local  chapters, 
interest  groups,  magazines  and  semi¬ 
nars  as  well  as  a  project  management 
professional  certification  program. 

ProjectWorld  Inc. 

55  William  Street,  Suite  21 0 

Wellesley,  MA  02 181 

Phone:  888  943-4444 

Fax:617  431-0107 

Web  site:  www.projectworld.com 

ProjectWorld  offers  a  series  of  confer¬ 
ences  and  trade  shows  for  high-tech 
project  management  professionals. 
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Vou  could  be  one. 


se  cool,  colm  CIOs 
en  \  worried  about 
the  Year  2000? 


Here’s  how.  Partner  with  BDM  to  clear 
the  hurdles  to  compliance  with  calm  assur¬ 
ance.  We  know  how  to  successfully  manage 
all  aspects  -  business  and  technical  -  of 
century  date  change  challenges.  We’ll 
work  your  top  priorities  and  hottest  issues 
with  a  dedicated  project  team  to  complement  your  team's  efforts 
and  help  mitigate  risks  and  control  costs.  Plus  our  multi-phased 
SMART/2000+SM  solution  is  platform,  language,  and  tool  indepen¬ 
dent  to  meet  your  specific  needs.  Our  resources  can  extend  yours 
to  allow  you  to  continue  business  as  usual. 


SMART/2000+  is  flexible,  too.  If  you 
need  an  end-to-end  solution,  this  is  it. 
Or  count  on  us  to  address  and  resolve 
specific  phases  of  your  Year  2000 
problem,  like  migration  planning, 
renovation,  and  test. 

Either  way,  we’ll  help  you  stay  cool,  calm,  and  in  control. 

Our  confidence  comes  from  experience.  Yours  will  come  from  the 
satisfaction  of  meeting  the  millennium  challenge  in  time.  Let's  get 
started.  Call  us  at  1-800-565-0162,  e-mail  to  Year2000@bdm.com 
or  visit  us  on  the  Web  at  www.bdm.com. 


Bum 

The  Information  Technology  Company 


©  1997  BDM  International,  Inc.  All  rights  reserved. 
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FINALLY, 

WORRY-FREE 


Seems  like  everybody  and  his  uncle  is  trying  to  install  Windows*  NT  applications. 

And  when  they  do,  a  few  surprises  will  be  waiting  for  them.  Because  NT  is  a  proprietary  domain-based  operating  system. 
So  it  doesn't  integrate  as  seamlessly  as  promised.  And  it  can  require  users  to  chuck  their  existing  network  investment. 
But  now  you  can  deploy  NT  without  having  to  deal  with  its  idiosyncrasies. 

You  can  turn  it  into  an  enterprise-capable  open  system  supporting  hundreds  of  third-party  applications. 

Manage  access  to  and  deployment  of  Microsoft*  BackOffice*  applications  such  as  Exchange*  and  SQL  Server.* 

And  lower  the  cost,  complexity  and  redundancy  of  your  entire  network. 

NDS™  for  NT  makes  it  possible. 

NDS  avoids  the  old-fashioned  straight  jacket  of  NT  domains 
by  supporting  heterogeneous  environments  of  different  platforms,  different  protocols,  different  people  in  different  places. 

NDS  makes  NT  better.  And  one  less  thing  to  worry  about. 

Internet,  intranet,  extranet — anynet — the  name  of  the  net  is  Novell. 

www.novell.com/NDS 

Novell 


NOVELL  DIRECTORY  SERVICES 
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Supply  the  Demand 

x  JL  / 


Project  management  expertise  is  among  the  hottest  IT  specialties  across  the  country,  according  to  a  recent 
survey  of  1 ,400  CIOs  conducted  by  Menlo  Park,  Calif.-based  RHI  Consulting,  a  division  of  Robert  Half  International  Inc. 
and  a  provider  of  IT  professionals  specializing  in  the  client/server  and  network  engineering  arenas.  Respondents 
ranked  the  areas  they  say  are  experiencing  the  most  growth.  Their  top  six  choices  are  the  following: 


Internet/intranet  development 


SOURCE:  RHI  CONSULTING 
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Bombs  Away 


WEAPONS  TESTING 


Used  to  be  that  defense  specialists 
who  needed  to  test  nuclear  weapons  just  snuck  into  the 
desert,  huddled  behind  a  concrete  bunker  and  hit  a  button. 

But  two  years  ago,  President  Clinton  signed  the  Compre 
hensive  Test  Ban  Treaty,  which  forbids  traditional  nuclear 
weapons  tests.  Since  then,  the  specialists  have  had  to  resort 
to  computer  simulation,  which,  for  better  or  worse,  just 
doesn’t  have  the  same  effect. 

Enter  the  Accelerated 
Strategic  Computing  Initiative 
(ASCI),  a  10-year,  $1  billion 
Department  of  Energy  project 
to  develop  high-performance 
supercomputers  that  will 
make  virtual  testing  of  nuclear 
weapons  possible.  The  ASCI 
developers  must  bridge  some 
big  gaps  in  computer  evolu¬ 
tion.  But  equally  daunting  are 
ASCI’s  project  management 
demands.  ASCI  is  overseen  by 
DOE  officials,  who  empower  program 
managers  at  the  agency’s  three  national 
labs — Lawrence  Livermore  and  Sandia 
National  Laboratories  in  California  and  Los 
Alamos  National  Laboratory  in  New 
Mexico.  The  managers’  project  teams  work 
on  various  aspects  of  ASCI.  The  labs  must  col¬ 
laborate  with  each  other,  which  is  a  first  for 
them,  as  well  as  with  such  high-tech  partners  as  IBM  Corp. 
and  Silicon  Graphics  Inc. 

“It’s  a  major  cultural  change  in  our  decision  making,” 
says  Donald  McCoy,  ASCI  program  manager  at  the  Los 
Alamos  lab.  “The  three  labs  traditionally  have  been  com¬ 
petitive.  We  now  have  to  overcome  the  natural  competitive 


parts  of  our  culture.  Also,  what  we’re  trying  to  do  is  highly 
aggressive.  The  cultural,  technology  and  management  is¬ 
sues  are  big.” 

Communication  is  the  key  to  solving  these  cultural  and 
geographic  problems,  McCoy  says.  He  and  his  colleagues 
at  Lawrence  Livermore  and  Sandia  bring  their  project 
teams  together  for  face-to-face  strategy  meetings  several 

times  a  year,  and  ASCI  developers 
are  in  touch  constantly  via 

phone,  e-mail  and  a  classified 
intranet  over  which  docu¬ 
ments  are  drafted  and 
shared.  “It’s  a  consensus- 
based  approach  to  trying 
to  come  up  with  a  techno¬ 
logical  solution,”  says  John 
Morrison,  a  project  direc¬ 
tor  at  Los  Alamos.  “[ASCI] 
requires  senior  managers  to 
watch  things  more  carefully — 
see  that  we  are  making  progress, 
push  for  resolutions.  You  can’t  just 
sit  at  your  desk  and  lay  out  a  project 
plan;  you  have  to  work  with  the 
other  labs.” 

Two  years  into  its  development, 
ASCI  is  on  time  and  within  bud¬ 
get,  and  already  the  labs  are  reaping  the 
benefits  of  the  project,  managers  say.  “Morale  has  in¬ 
creased  significantly,”  says  David  Nowak,  ASCI  program 
manager  at  Lawrence  Livermore.  “People  really  feel 
they’re  on  the  forefront  of  high-end  computing.”  And  they 
can  work  in  the  relative  comfort  of  their  labs  rather  than  in 
those  less-than-commodious  concrete  bunkers  of  yore. 

-Tom  Field 
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ILLUSTRATION  BY  JANE  WINSOR 


MISSION:  Lockheed  Martin  has  always  tackled  the  tough  computing  jobs — from  the  Apollo  program 
to  the  boardrooms  of  corporate  America.  We  can  deliver  a  full  spectrum  of  IT  solutions,  from  small  to  very 
large,  all  designed  to  align  your  IT  strategy  with  your  business  vision.  And  make  your  company  more  competitive. 


:  In  industries  from  finance' to  insurance  to  telecommunications,  we’ve  left  our  mark  with 
.  ^  advanced  solutions  in  client/server  systems,  data  warehousing,  imaging/work  flowjnanagement,  intranets  and 
v  extranets,  object  technologies,  training/reskillirig  and  more.  So  take  the  first  step.  Call  us  today  at  (800)  438-7246. 

www.lmco.com/isr  .  -  —  —  "S — "  ^  S 


ILLUSTRATION  BY  STEVE  MEEK 


Trendlines 


Chance  of  Heavy  Brainstorms 


CREATIVITY  TOOLS 


_  Does  your  current  project  need  a  jump-start,  a  little 

inspiration,  maybe  a  big  whack  upside  the  head?  Help  is  available  in  the 
form  of  commercial  packages  touted  by  their  creators  as  "creativity"  or 
"problem  solving"  software.  It's  a  diverse  lot,  ranging  in  focus  from  formulaic 
programs  that  help  make  project  outlines  to  freewheeling  brainstorming 

aids.  The  more  regimented 


|jj|  offerings  include  Project 
KickStartfrom  Experience 
in  Software  in  Berkeley, 
Calif.,  and  MindLink  Prob- 
I  lem  Solver  from  MindLink 
f  Software  Corp.  in  Welles¬ 
ley,  Mass.,  which  guide 
users  through  a  series  of 
f  questions  to  produce  a 
thorough  solution  and 
plan  of  attack.  Project  Kick- 
“  Start,  for  example,  helps 
users  define  stages  and 

deadlines  for  IT  projects,  says  Lynn  Mclntier,  data  processing  manager  at  Irv¬ 
ing  Tanning  Co.  in  Hartland,  Maine.  "I  tend  to  juggle  a  lot  of  projects,  and  it 
gets  a  little  mind-boggling  at  times,"  she  says.  "[KickStart]  helps  clear  it  up, 
so  I  feel  comfortable  that  I  haven't  missed  a  step." 

Such  structured  products  require  a  time  investment  before  you  start  see¬ 
ing  payback.  At  the  opposite  end  of  the  spectrum  are  packages  like  The  Cre¬ 
ative  Whack  Pack.  The  Whack  Pack,  from  Creative  Think  of  Menlo  Park,  Calif., 


The  Other 

Management 

Degree 


EDUCATION 


Any  aspiring  project 
managers  out  there  looking  for  a  place 
to  learn  the  basics?  George  Washing¬ 
ton  University,  in  Washington,  D.C., 
is  one  of  a  handful  of  schools  in  the 
world  offering  a  master  of  science 
degree  in  program  management. 

Academic  luster  gives  added  credi¬ 
bility  to  the  discipline  of  project  man¬ 
agement,  which  until  recently  was 
taught  only  in  a  certificate-granting 
process  known  as  Project  Manage¬ 
ment  Professional  (PMP),  developed 
by  the  nonprofit  Project  Management 
Institute. 

“Project  management  is  often  re¬ 
ferred  to  as  the  ‘accidental  profession’ 
because  most  people  engaged  in  proj¬ 
ect  management  didn’t  set  out  to  do 
that  but  rather  were  assigned  to  a  proj¬ 
ect  by  senior  management,”  says  a  GW 
spokesperson.  The  master’s  program, 
launched  by  GW  last  year,  gives  those 
who  actually  intend  to  be  project 
managers  a  less  accidental  way  of 
learning  what  GW  calls  the  theory, 
science  and  application  of  project 
management  skills.  ■ 


fires  off  random  questions,  anecdotes  and  associations  in  hopes  of  sparking 
a  "eureka"  moment  for  the  user.  It  takes  only  about  five  minutes  to  get  up 
and  running  on  the  Whack  Pack,  which  is  produced  by  creativity  consultant 
Roger  von  Oech. 

Programs  like  these  are  so  different  in  approach  that  the  most  useful 
creativity  software  is  doubtless  a  matter  of  personal  preference.  But  for  our 
money — OK,  we  got  the  software  free — it's  hard  to  top  IdeaFisherfrom 
IdeaFisher  Systems  in  Irvine,  Calif.  IdeaFisher  comes  with  an  extensive  bank 
of  structured  questions  that  help  users  think  about  projects  systematically, 
but  more  striking  is  the  feature  that  allows  them  to  explore  seemingly  endless 
branches  of  interconnected  ideas,  metaphors,  slogans  and  thoughts.  Typing 
the  word  "chief,"  for  example,  yields  links  to  categories  such  as  "royalty/aristoc¬ 
racy,"  which  when  clicked  on  calls  up  links  to  things  like  "Let  them  eat  cake"  and 
The  African  Queen.  IdeaFisher  isthe  brainchild  of  Marsh  Fisher,  co-founder  of 
real  estate  company  Century  21 .  With  IdeaFisher,  for  which  Fisher  hired  a  team 
heavily  weighted  with  library  science  majors  to  categorize  loads  of  information, 
you  can  access  thousands  of  associations  in  mere  moments.  -Derek  Slater 
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You  Have  3  Lot  of 

And  3 


I  might  spend  an  incredible  amount  of  time  and  money  on  V. 34 
modems  today.. .a  J  have  to  replace  them  to  support  new 
technologies  like  56K,  voice  or  multimedia. 


want  a  product 
that  will  grow 
with  me. 


■ 


There  are 

some  new  products 
on  the  market  that  are 

very  inexpensive. ..but  I’m  not 

d  tomorrow. 


confident  t 


l  don’t  want  to  make  a 
commitment  to  a 
might  require  me  to  upgrade  to  a  brand 
new  platform  to  accommodate  new  technologies  and  services. 


*3.  4* 
IO  „ 


The  marketplace  is  constantly  changing...!  want  to 
.  work  with  a  company  who’ll  be  there 
to  support  me  in  the  future. 


Choose  the  Remote  Access  Platform  of  Choice. 


The  Premier  High  Density  Solution. 
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HtPer 

DSP 

CARO 


) 

HiPer 

DSP 


Total  Control. 

The  Ultimate  Remote  Access 
Solution  from  the  Industry  Leader 
Now  Supports  High  Density. 


It’s  been  the  backbone  to 

leading  networks  for  more  than 
a  decade. 


MULT 


FAULT 


It’s  offered  investment 

protection  by  enabling  software 
upgrades  to  new  technologies  since 
it  was  first  introduced. 


J  I  i 


100% 


It  features  SNMP  management, 
supports  Ethernet  and  Token  Ring 
and  offers  high-performance  access 
concentration  with  dial-up  and 
dial-out  services. 


Now  it  can  deliver 
unsurpassed  density  by 


supporting  up  to  336  analog  or 
ISDN  calls  in  a  single,  compact 
8.75"  high  chassis. 


Product  shown  is  not  an  actual  configuration. 


It  comes  with  x2  ‘ 

technology  for  56K  analog  down¬ 
loads.*  And  it’s  upgradable  to 
multimedia  and  voice-over-lP. 


How  does  Total  Control™  stay  on  the 
cutting  edge?  It’s  in  the  cards. 
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Maximum  Flexibility,  Density  and  Reliability.  Minimal  Space  and  Cost  of  Ownership. 
No  Wonder  Total  Control  Remains  the  Remote  Access  platform  of  Choice. 


Whether  you’re  currently  supporting  millions  of  Internet  clients,  thousands  of  telecommuters  and 
business  partners  or  are  simply  planning  for  future  volume  and  growth,  Total  Control  will  work  with 
you.  As  your  needs  change,  the  platform  can  change.  As  new  technologies  become  available,  the 
platform  will  adapt.  And  now  that  Total  Control  can  be  upgraded  or  shipped  with  HiPer  capabilities 
for  maximum  density,  it  can  grow  with  you  without  taking  up  mor?  valuable  space. 

Find  Out  Why  Total  Control  is  the  Remote  Access  Platfprm  of  Choice. 

Get  a  free  Total  Access  HiPer  Access  System  Interactive  CD  ROM!  You  can  build  a  variety  of  virtual 
systems  to  accommodate  your  present  and  future  needs. 

Call  1.800.877.7533,  ext.  6973  or  visit  hiper.3c0m.com  to  receive  ^our  free  copy. 


Protect  Your  Investment. 

•  Rest  assured  that  your  investment  is  software  upgradable  to  new  technologies 

•  Be  prepared  to  support  future  services  including  voice  and  multimedia 


»«od«T>  Ch«l<t  A  word, 

1  997  WINNER 


BEST* 


LAN  TIMES 


Grow  at  Your  Own  Pace. 

•  Introduce  new  technology  that’s  completely  interoperable  with  the  current  system 

•Take  advantage  of  Total  Control’s  modular  architecture  to  configure  a  system  that  will  grow  with  you 

Extend  Your  Reach  Without  Expanding  your  Space  Requirements. 

•  Save  valuable  space  with  a  fully-configured  HiPer  Access  System 

•  Increase  your  port  count  without  increasing  your  chassis  count 

Get  More  Density. 

•  Support  up  to  seven  times  the  calls*  with  the  same  Total  Control  chassis  that  networks 
have  been  relying  on  for  more  than  a  decade 

•  Combine  two  HiPer  Access  Router  Cards  for  statistical  redundancy  and  increased  routing  performance 

Provide  Faster  Network  Access. 

•  Supports  x2  technology  for  56K  download  speeds* 

•  Utilizes  V.Everything™  technology  to  connect  to  client  modems  at  their  highest  speed 

Partner  with  the  Leader. 

•  Work  with  3Com— the  networking  industry  leader 

•  Invest  in  Total  Control— the  leading  remote  access  platform 


Limited  time  offer! 

double 

and  save  up  To  $3,900  off  list  price! 

See  back  panel  for  details. 


©1997  3Com  Corporation  or  its  subsidiaries.  All  rights  reserved.  U.S. Robotics,  the  USRobotics 
logo  and  V.Everything  are  registered  and  x2,  the  x2  logo  and  Total  Control  are  trademarks  of 
3Com  Corporation  or  its  subsidiaries. 

tAs  compared  to  an  existing  48-port  Total  Control  Remote  Access  Concentrator. 

'Maximum  download  speeds  are  limited  to  53  Kbps.  Actual  speeds  may  vary.  Uploads  travel  at 
speeds  up  to  28.8  Kbps.  Requires  an  x2  modem,  an  analog  phone  line  compatible  with  x2 
technology  and  an  Internet  provider  with  x2  service.  See  www.usr.com/x2  for  details. 


(Mobotlca 

Vl 

TECHNOLOGY 


From  the  leader  in  networking. 


3SS 


includes: 

2  HiPer  DSP  cards  (T1/T1-PRI) 
•  NMC  memory  upgrade  kit 


System  requirements: 

45  amp  or  70  amp  Total  Control  chassis 
with  two  open  slots 
Current  or  previous  generation  of  the 
NETServer  card  with  16  MB  DRAM 
Total  Control  software  3.0 

Order  #80-002456-00 . $19,204  list 

Save  up  to  $3,900  off  list  price. 


9mm 

Access  Concentrator  >«|  ■ 1  :  1 

|  : 

*“  - t-  -* - 


All  orders  received  before  December  15,  1997 
are  eligible  for  the  Double  Up  Program.  For 
more  information,  contact  your  3Com  sales 
representative,  call  800.877.7533,  ext.  6973 


or  visit  hiper.3c0m.com 


Discover  the 
Flexibility  of 
Total  Control. 


Get  a  FREE  Total  Control 


HiPer  Access  System 


Interactive  CD  ROM!  You  can 


build  a  variety  of  virtual 
systems  to  accommodate 
your  present  and  future 
needs.  Complete  and  mail 
the  attached  card,  call 
800.877.7533  ext.  6973,  or 


visit  our  Web  site. 


hiper.3c0m.com 
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The  more  insight  you  hove  into  what  others  ore  doing,  the 
better  you  con  plon  ond  implement  your  oiun  Internet  policies 


Until  now  there  have  been  relatively  few  accounts  of  Internet  policy  benchmarks  and 
trends. That’s  what  makes  this  “best  practices”  resource  invaluable  to  anyone  who  must 
implement  a  practical  Internet  policy  or  enhance  one  already  in  place. This  report  was 
pre-released  and  beta  tested  by  CIOs  for  clarity  and  completeness. The  result  is  a 
reference  tool  that  you  can  implement  within  days  of  reviewing.  As  a  value-added 
bonus,  a  sample  memo  and  sample  policy  guidelines  have  been  appended  to  the  report. 

Save  $200.  As  a  special  offer  to  CIO  readers,  you  are  invited  to  purchase  “Maximizing 
The  Internet:  Policies,  Procedures  &  Best  Practices”  for  $395. This  is  a  savings  of  $200 
off  the  regular  price. 


CIO  COMMUNICATIONS,  INC. 

492  Old  Connecticut  Path  •  Framingham,  MA  01701 
(508)872-0080  •  http://www.cio.com 


An  IDC  Company 


□  I’d  like  to  take  advantage  of  the 
special  reader  offer.  Please  send  me 
the  “Maximizing  The  Internet:  Policies, 
Procedures  &  Best  Practices”  study. 

Please  mail  this  order  form  to 
CIO  Communications,  Inc., 

492  Old  Connecticut  Path, 
Framingham,  MA  01701  or 
fax  to  (508)  872-0618. 

□  Please  bill  me.  P.O.# _ 

□  I’ve  enclosed  a  check  for  $395. 

□  Please  charge  my  credit  card. 

Card  _ 

No.  _ 

Exp.  Date 


“MAXIMIZING  THE  INTERNET:  POLICIES,  PROCEDURES  &  BEST 

PRACTICES”  EXPLORES... 

■  What  kinds  of  companies  have  implemented  corporate  Internet  policies  and 
why?  What  do  such  policies  cover?  How  are  they  enforced? 

■  Who  is  responsible  for  setting  and  enforcing  policy?  What  are  the  challenges 
facing  companies  that  implement  Internet  policies?  How  are  such  policies 
communicated? 

■  Who  is  responsible  for  designing,  developing,  and  managing  corporate  Web 
sites?  How  are  companies  currently  using  their  Web  sites? 

■  How  does  annual  revenue  and  size  of  company  affect  Internet  policy  making  and 
procedures?  Are  different  industries  doing  different  things? 

■  Is  monitoring  effective?  What  sanctions  have  been  imposed  for 
improper  use  of  the  Internet? 


Maximizing  the  Internet:  Policies.  Procedures  &  Best  Practices 
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Title 


Company 


Address 


City 


State 


Zip 


Telephone  No. 


Fax.  No. 


Email 
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N  PROJECT  MANAGEMENT, 
so  the  saying  goes,  time  is  your 
enemy.  If  that’s  true,  then  the  cal¬ 
endar  has  never  seemed  such  a  vil¬ 
lain  as  it  does  today.  The  approach 
of  the  year  2000  has  CIOs  scram¬ 
bling  desperately  to  rescue  multi- 
billion-dollar  IT  investments  that 
don’t  have  enough  digits  in  their 
memory  banks.  In  their  haste,  how¬ 
ever,  many  CIOs  are  overlooking 
a  time  bandit  with  nearly  as  much 
destructive  potential  as  the  mil¬ 
lennium  change  itself:  the  gradual 
obsolescence  of  the  IT  department. 

The  year  2000  problem  is  simply  the  latest  sign 
that  the  traditional  structure,  strategies  and  cul¬ 
ture  of  IS  are  bankrupt — brought  down  by  the 
advent  of  outsourcing,  powerful  packaged  “en¬ 
terprise”  software  and  consultants  who  know 
next  to  nothing  about  technology  but  know  bet¬ 
ter  than  the  in-house  IS  staff  how  to  be  patient, 
political  and  flexible.  But  now  there  is  a  new 
urgency  to  bankruptcy  proceedings  that  have 
been  in  progress  for  years.  Traditional  IT  jobs 
such  as  software  development,  user  support  and 
training,  systems  integration  and  maintenance 
have  been  sold  off  at  auction  in  the  last  few  years. 
At  this  rate,  CIOs  in  the  year  2000  will  stand 
before  the  executive  committee  to  justify  the  very 
existence  of  their  departments. 

Some  CIOs  are  preparing  for  that  appearance 
a  few  years  early.  They  are  taking  one  of  IS’s  old¬ 
est  skills,  project  management,  and  building  it 
into  a  credible  internal  investment  for  the  long 
term.  Doing  so  requires  a  dramatic  change  in  the 
way  IS  has  viewed  project  management  over  the 
past  30  years.  The  culture  that  once  emphasized 


technical  brilliance  over  schedules  and  budgets 
must  now  meet  business  deadlines.  “More  and 
more,  there  are  specific  business  strategies  and 
business  benefits  tied  to  these  projects  that 
require  an  emphasis  on  finishing  on  time  and 
delivering  what  you  promised,”  says  Bill  Smillie, 
a  Baltimore-based  partner  at  Coopers  &  Lybrand, 
who  focuses  on  quality  management.  “In  95  per¬ 
cent  of  all  projects  I  see,  the  stakeholders  would 
give  up  functions  and  features  to  meet  the  sched¬ 
ule.  In  95  percent  of  the  projects  that  have  failed, 
the  project  management  did  not  acknowledge 
that  reality.” 

But  speed  isn’t  everything.  The  IS  group’s 
knowledge  of  the  business  and  its  cultural  and 
political  foibles  adds  a  critical  dimension — some¬ 
thing  the  outside  consultants  and  outsourcers  will 
never  be  able  to  bring  to  the  table.  CIOs  who  raise 
project  management  to  a  high  art  will  not  need  to 
plead  IS’s  case  when  the  millennium  rolls  around. 

In  this  special  section,  we  profile  IT  depart¬ 
ments  that  are  building  valuable  new  services 
using  old  project  management  skills.  Some  have 
reorganized  themselves  into  internal  project  man¬ 
agement  consulting  companies,  replete  with  inter¬ 
nal  project  management  methodologies.  Others 
are  locating  IS  staff  with  the  business  units  and 
creating  direct  reporting  relationships  to  those 
businesses. 

Also  in  this  section,  we  will  examine  the  sources 
of  project  failure,  and  we  will  follow  an  IT  proj¬ 
ect  manager  through  a  lightning-fast  SAP  imple¬ 
mentation,  offering  lessons  learned  from  his 
personal  project  journal. 

These  companies  and  individuals  demonstrate 
that  project  management,  long  an  “accidental” 
skill,  is  fast  becoming  the  new  source  of  techni¬ 
cal  brilliance  in  the  IT  department.  ■ 


•  - ' 

~w-  V;* 

'*  ••**».  ' j'.  v 

-mT  ' 


CIO  •  SECTION  1  /  OCTOBER  1  5,  1  997  25 


pentium®]! 


The  headaches.  The  heartburn.  The  half-eaten 
lunches.  Running  a  network  isn't  easy.  Especially 
when  you're  the  one  doing  the  running.  At  Compaq, 
we  think  it's  time  that  changed. 

Introducing  the  new  Compaq  Deskpro  line.  The 
Deskpro  2000,  4000  and  6000,  all  with  improved 
Intelligent  Manageability,  offer  you  what  you  want 
most:  control. 

Control  over  installation,  configuration  and 
asset  management,  all  from  a  single,  convenient 
location.  Control  over  problems  before  they  happen, 
saving  critical  data.  Control  over  administrative,  life¬ 
time  and  support  costs  —  keeping  total  cost  of 
ownership  low.  And  control  over  your  time.  So  you 
can  focus  on  the  future,  instead  of  repairing  the  past. 

The  Deskpro  4000N,  one  of  our  network-ready 
models,  gives  you  even  better  control  over  structured 
work  environments.  Because  it  has  no  removable 
media  drives  and  requires  less  space,  it's  the  ultimate 
choice  in  manageable  computing. 

And  with  ODM,  Compaq's  Optimized  Delivery 
Model,  your  new  Deskpro  will  be  built  to  order.  You'll 
receive  Compaq  quality,  Compaq  innovation  and 
Compaq  reliability  at  new  aggressive  prices,  more 
aggressive  than  you've  ever  seen  from  Compaq. 

For  more  information  about  the  Deskpro  series, 
visit  us  at  www.compaq.com/ products/desktops/ 
or  contact  your  local  reseller. 
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In  the  quest  for  life  after  outsourcing ,  CIOs  can 
turn  IS  departments  into  project  management  teams 
that  are  much  too  valuable  to  be  traded 


BY  BRON WYN  FRYER 


Walter  Curd  learned  about  project  management  the  same  way  some 

people  learn  to  swim — he  just  jumped  in  with  both  feet.  In  1994, 
as  the  newly  appointed  director  of  applications  at  Fujitsu 
Microelectronics  Inc.,  Curd  learned  that  he  and  his  colleagues  had 
just  10  months  to  replace  FMI’s  outworn  mainframe  computing 
infrastructure  with  SAP  AG’s  R/3  integrated  business  process  software. 

FMI,  the  San  Jose,  Calif.-based  chip-making  arm  of  Fujitsu  Ltd.,  had  to  adapt  to  the  new 
SAP  environment  to  keep  the  company  competitive,  and  that  meant  restructuring  the  IS 
department  as  well.  Curd’s  IS  group  had  to  learn  to  focus  on  projects,  not  programs.  “We 
decided  that  we  could  no  longer  be  task-oriented,  just  programming  what  users  asked  for,” 
says  Curd.  “We  had  to  become  project-oriented  to  configure  what  they  needed.”  So  pro¬ 
grammers  joined  forces  with  new  staff,  who  hailed  from  finance,  marketing,  accounting  and 
operations.  Half  of  the  new  IS  workers  had  expertise  in  “soft”  areas  such  as  negotiation, 
problem  solving,  and  process  and  requirement  management;  they  also  had  a  command  of 
business  English,  not  just  techno-speak.  And  everyone  in  IS  learned  a  new  system,  a  new 
process  and  a  new  job.  “We  were  building  in  a  system  that  forced  us  into  project  manage¬ 
ment  best  practices,”  explains  Curd.  “The  IS  world  here  changed  when  we  implemented 
SAP  because  everything’s  interconnected.  We  needed  a  lot  more  business  and  soft  skills  to 
see  the  connections.  We  could  no  longer  simply  take  user  requests  and  program  them.” 
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I.S.  DEPARTMENTS  ARE  INCREASINGLY  SERVING  AS 
centers  of  project  management  excellence  for  their 
companies,  a  function  that  will  become  more 
important  as  the  trend  toward  outsourcing 
continues.  From  this  article,  readers  will  learn 


►  Why  project  management  expertise  is  the 
future  of  IS  groups 

►  The  benefits  of  implementing  a  project 
management  culture 

►  How  to  handle  the  practical  and  political  details 
of  transforming  an  IS  department  into  a  project 
management  department 


Reader ROI 


At  Fujitsu  Microelectronics, 

Walter  Curd  (left)  and  Chuck 
Faust  turned  the  focus  of  IS 
to  projects,  not  programs. 


wSr' 

Dorothy  Smith  (below) 
and  Rosemary  Semprez 

keep  DHL's  projects  on 
the  road  to  success. 


BEST  PRACTICES 

Because  of  the  IS  reengineering  and 
the  SAP  implementation,  Curd  says, 
FMI’s  delivery  performance  to  customers 
increased  by  30  percent.  Employee  pro¬ 
ductivity  improved  by  at  least  10  per¬ 
cent.  All  planned  IS  projects  were  imple¬ 
mented.  And  today,  all  the  business  units 
at  FMI — and  many  at  the  $38  billion 
parent  company  in  Tokyo — turn  to 
FMI’s  IS  group  for  project  management 
leadership.  For  example,  Fujitsu’s  elec¬ 
tronic  devices  division  has  asked  FMI’s 
IS  group  to  help  it  implement  a  world¬ 
wide  order-fulfillment  system.  “In  the 
bad  old  days,  IS’s  focus  was  purely  on 
the  system  with  no  view  to  business  pro¬ 
cesses,”  says  Curd.  “Most  projects 


would  die  on  the  vine.  Now  we’re  seen 
as  change  agents  and  enablers  in  the 
company.” 

The  FMI  IS  group’s  radical  transfor¬ 
mation  from  glass-house  geeks  to  global 
gurus  is  emblematic  of  the  importance 
of  project  management  in  the  changing 
world  of  IS.  CIOs  are  tiring  of  the  giant 
sucking  sound  emitted  by  too  many 
failed  projects.  And  no  wonder:  A  1995 
study  by  The  Standish  Group 
International  Inc.,  based  in  Dennis, 
Mass.,  revealed  that  31  percent  of  IS 
projects  either  weren’t  completed  or 


didn’t  meet  users’  needs.  That  year, 
according  to  the  study,  corporate  America 
spent  $81  billion  on  failed  IS  projects, 
plus  another  $59  billion  on  projects  that 
careened  over  budget  and  beyond  the 
time  estimate  and  didn’t  do  what  they 
were  supposed  to  do. 

In  the  face  of  such  dire  statistics,  com¬ 
panies  such  as  FMI  are  making  project 
management  expertise  a  core  compe¬ 
tency.  They  see  it  as  the  future  of  IS. 
“Taking  the  smartest  programmer  and 
letting  him  program  doesn’t  make  it  any¬ 
more,”  says  J.  Davidson  Frame,  a  proj¬ 


ect  management  consultant  and  director 
of  the  International  Center  for  Project 
Management  Excellence  at  George 
Washington  University  in  Washington, 
D.C.  “For  an  IS  department  to  take  its 
position  as  the  information  management 
leader  in  an  organization,  it  has  to 
become  ‘projectized,’  meaning  it  has  to 
change  its  mind-set  to  focus  on  projects, 
not  tasks.” 

Nor  can  IS  organizations  continue  to 
rely  on  outsiders  to  do  project  work. 
Rather,  they  must  build  up  an  infinitely 
valuable,  internal  intellectual  capital — 
not  just  through  experience  and  training 
but  also  through  serious  dedication  to 
the  theory  and  practice  of  project  man¬ 
agement.  IS  groups  that  excel  at  project 
management  prefer  to  use  their  own 
employees,  who  already  understand 
how  the  company’s  business  ticks. 
“They  understand  the  business  in  ways 
that  a  firm  like  Andersen  Consulting 
can’t,”  says  Gopal  K.  Kapur,  president 
of  the  Center  for  Project  Management 
in  San  Ramon,  Calif. 

Still,  project  offices  are  not  outsource- 
proof.  Tasks  that  don’t  require  an  under¬ 
standing  of  the  organization’s  processes, 
such  as  programming  or  testing,  are 
sometimes  passed  to  consultants.  And 
many  companies  like  to  keep  their 
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options  open,  using  consultants  to  help 
them  get  started  down  an  untrodden 
path  or  to  provide  fresh  ideas.  “Even 
when  they  build  internal  expertise,  most 
companies  want  to  maintain  a  sense  of 
flexibility  and  a  perspective  of  the  out¬ 
side  world,”  says  Frame. 

Teamwork  Counts 

Companies  that  excel  in  project  man¬ 
agement  share  characteristics  of  the  so- 
called  “project  office,”  a  general  term 
applied  to  a  company’s  source  of  project 
management  expertise.  In  the  world  of 
IS,  a  project  office  is  sometimes  a  distinct 
group  of  project  management  experts 
and  support  staff;  sometimes  it  com¬ 
prises  the  practices  of  an  IS  department 
as  a  whole.  “Virtually  every  organiza¬ 
tion  I  work  with  has  some  kind  of  proj¬ 
ect  office,”  says  Frame.  “Project  offices 
are  the  keepers  of  the  project  manage¬ 
ment  best  practices  and  methodologies. 
They  all  have  different  ways  of  defining 
themselves,  but  whether  you  call  it  a  rose 
or  not,  it’s  still  a  rose.” 


Generally,  a  project  office  consists  of 
cross-functional  project  teams,  each 
member  of  which  brings  a  thorough 
understanding  of  a  specific  business  or 
technical  area  to  the  table.  The  teams 
identify  and  resolve  technical  and  busi¬ 


ness  issues  early  in  the  process.  Some 
team  members  serve  as  trouble-shooters 
or  quality  controllers;  others  are  in 
charge  of  tracking  progress,  charting 
project  status  or  providing  administra¬ 
tive  support.  All  report  to  a  project  man¬ 
ager,  a  seasoned  pro  who  has  already 


had  his  or  her  “front  teeth  kicked  out,” 
says  Frame.  “These  are  people  who’ve 
been  in  the  trenches,”  he  says.  “They 
have  tattoos  on  their  tattoos.  They  are 
tough  cookies  who  won’t  be  pushed 
around  by  vice  presidents.”  The  leaders 


-WALTER  CURD 


form  a  single  plan  for  a  given  project  and 
manage  a  portfolio  of  well-organized, 
carefully  chosen  projects,  each  com¬ 
posed  of  many  smaller  projects. 

As  centers  of  process  excellence,  proj¬ 
ect  offices  may  be  called  upon  by  busi¬ 
ness  units  within  the  company  to  act  as 


"We  could  no  longer  be  task-oriented, 
just  programming  what  users  asked  for. 
We  had  to  become  project-oriented  to 
configure  what  they  needed." 


For  more  information  about  Pill/,  membership  and  <ertif nation, 
tall  800-831-6605  or  visit  us  at  http://www.pmi.org/do.html 


"Project  management  in  information  systems:  this  career  path  is  going  to  be  a  growing 
opportunity  into  the  next  decade.  ..It  is  the  career  track  to  be  in.. . .  People  who  have  those 
skills  and  apply  them  effectively  are  going  to  be  in  demand  and  able  to  write  their  own  ticket. 

". . .  being  certified,  belonging  to  the  Project  Management  Institute  is  going  to  help  IS 
professionals  do  that." 

For  more  than  25  years,  the  Project  Management  Institute  (PMI),  an 
international,  non-profit  professional  association,  has  been  helping  project 
leaders  in  a  wide  range  of  professions,  including  computer,  software 
development  and  information  systems,  to  manage  projects  better. 

Our  30,000-plus  and  growing  members  are  developing  their  project 
management  skills — and  their  careers — using  PMI's  education  programs. 
Project  Management  Professional  (PMP)  certification  and  Guide  to  the  Project 
Management  Body  of  Knowledge.  Plus,  the  PMP  is  recognized  and  endorsed 
by  large  organizations  worldwide. 

Let  the  Project  Management  Institute  help  you  manage  your 
information  systems  projects  more  effectively. 


Jeff  Koroknay,  PMP,  Ims  been  a 
PMI  member  since  1992  and  is  a  charter  member  of 
PMI's  Information  Systems  SIG.  Jeff  is  presently  the  program 
manager  charged  with  developing  Honeywell  Information 
Systems'  project  management  and  training  program  worldwide. 
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internal  consultants.  The  office  staff 
assists  project  teams  with  scheduling  and 
reporting  and  acts  as  mentors  who  help 
develop  project  management  method¬ 
ologies  and  hammer  out  a  set  of  best 
practices.  Some  “projectized”  IS  organi¬ 
zations  are  large  and  decentralized;  in 
these,  IS  is  viewed  as  a  project  manage¬ 
ment  center  of  expertise.  In  the  handful 
of  companies  where  project  management 
is  elevated  to  the  level  of  a  respected  sci¬ 
ence  and  a  high  art,  IS  teams  metamor¬ 
phose  into  a  powerful  business  unit  that’s 
a  far  cry  from  traditional  IS  hierarchies. 

Help  from  Above 

Of  course,  building  a  project  manage¬ 
ment  discipline  into  an  organization 
doesn’t  happen  overnight,  primarily 
because  people  both  inside  and  outside  IS 
will  insist  it’s  unnecessary  to  change  the 
traditional  modus  operandi.  That’s  why 
an  executive-level  champion  is  critical. 
Indeed,  no  project  office  is  possible  with¬ 
out  the  commitment  of  high-ranking  peo¬ 
ple  who  have  the  political  prowess  and 
the  influence  to  sell  the  idea  to  executives, 
end  users  and  reluctant  IS  staff.  “We 
strongly  advise  the  CIO  to  play  an  active 
role  in  educating  business  executives  on 
the  need  for  their  involvement  and  sup¬ 
port  for  high-risk  projects,”  says  Kapur. 

FMI  found  its  champion  in  Vice 
President  of  Operations  Chuck  Faust. 
The  company  was  falling  far  behind  its 
competitors  in  getting  products  to  cus¬ 
tomers,  and  Faust  strongly  believed  that 
installing  the  SAP  business  process  soft¬ 
ware  and  projectizing  the  organization 
along  with  it  were  critical  to  the  compa¬ 
ny’s  survival.  He  put  his  own  job  on  the 
line  to  convince  the  mainframe-oriented 
execs  at  the  parent  company  of  the  need 
for  both  SAP  and  the  organizational 
changes  it  would  require. 

Faust’s  risk  paid  off  big.  As  a  result  of 
the  SAP  implementation  and  the  IS 
group’s  new  project  management  focus, 
IS  staff  was  reduced  by  20  percent,  but 
“because  people  had  a  broader  skill  set 
and  understood  how  the  software 
applies  to  business,”  productivity  rose 
by  30  percent,  says  Faust.  Subsequent 
projects — such  as  a  just-in-time  inven¬ 
tory  system  designed  for  Compaq 
Computer  Corp. — have  proved  so  suc¬ 
cessful  that  FMI  has  won  new  business. 
“As  a  result  of  our  knowledge  of  project 
management,  Compaq  put  us  on  its  pre- 


Teach  Your  Staffers  Well 

Successful  project  management  groups 
are  trained,  not  born 


m ORGANIZATIONS  WHERE  project  management  shines  as  a  core 
competency,  training  matters.  Really  matters.  Project  managers 
know  more  than  just  how  to  create  pretty  Gantt  charts  using  some 
fancy  project  management  software.  At  Washington,  D.C. -based  Fannie 
Mae,  for  example,  IS  personnel  undergo  weeks  of  intensive  training  in  proj¬ 
ect  management  with  a  systems  management  flavor,  according  to  Training 
and  Development  Director  Gus  Crosetto.  Besides  learning  about  program¬ 
ming,  data  structures  and  database  concepts,  IS  staff  members  are  taught 
project  management  skills  such  as  negotiation,  leadership  and  partnering 
with  business  units  through  the  company’s  Business  Technologist  Program. 
Another  three-year,  core  curriculum  program  called  Systems  Education  and 
Learning  Technologies,  open  to  all  employees,  also  includes  many  project 
management  basics.  “The  goal  behind  Fannie  Mae’s  project  management 
training  is  the  imperative  to  get  the  job  done  right  the  first  time,”  says  CIO 
Bill  Kelvie. 

DHL  Worldwide  Express  of  Redwood  City,  Calif.,  and  Fujitsu 
Microelectronics  Inc.  (FMI)  of  San  Jose,  Calif.,  subscribe  to  slightly  different 
project  management  training  models.  DHL,  for  example,  is  training  all  of  its 
project  people  in  the  Chicago-based  Project  Management  Institute’s  method¬ 
ology  and  the  ABT  Workbench  tool.  To  date,  the  company  has  trained  more 
than  120  people  in  project  management  and  software  estimating  principles. 
LMI  has  its  own  mentoring  model  of  training  under  which  newer  employees 
work  closely  on  a  project  team  with  more  experienced  project  managers, 
learning  the  ropes  in  a  sort  of  apprenticeship.  “In  each  project,  we  attempt  to 
move  people  with  more  experience  up  a  level  and  give  younger  people  experi¬ 
ence  in  managing  projects,”  explains  Walter  Curd,  director  of  applications. 

“It  keeps  them  interested  in  learning  valuable  skills,  and  the  older  people  like 
to  pass  them  on.” 

Dayton,  Ohio-based  NCR  Corp.,  a  computer  equipment  manufacturing 
and  network  services  company,  offers  its  project  managers  a  more  formal 
training  route.  Headed  by  John  A.  Kennel,  Vice  President  of  professional 
business  services  operations,  NCR’s  worldwide  program  management 
group  is  the  project  management  center  of  the  corporation.  A  technical  staff 
of  3,500  undergoes  formal  training  in  the  core  principles  of  project  manage¬ 
ment,  as  recommended  by  the  Project  Management  Institute.  Even  the  high¬ 
est-level  executives  take  an  intensive  three-day  workshop,  at  the  end  of 
which  they  are  tested  and  certified.  The  goal  is  to  create  a  project  manage¬ 
ment  culture  throughout  the  company’s  130  sites  worldwide,  according  to 
Kennel,  who  holds  a  master’s  certificate  in  project  management  from 
George  Washington  University. 

Regardless  of  the  training  model  they  choose,  IS  organizations  that  want 
to  succeed  need  employees  with  a  firm  foundation  in  project  management 
skills.  “The  idea  is  to  have  people  understand  you  when  you  come  into  the 
room  so  that  everyone  is  using  the  same  terminology  and  templates  for  con¬ 
ducting  their  projects,”  says  Kennel.  “You  need  to  have  everyone  working 
from  the  same  page  regardless  of  where  they  are  in  the  world.”  -B.  Fryer 


ferred-vendor  list,”  says  Curd.  “Now  we 
can  leverage  our  just-in-time  system  with 
any  vendor.  The  value  of  that  is  far 
beyond  any  ROI  calculation.” 


Blurring  the  Lines 

Six  years  ago,  Washington-based  Fannie 
Mae  traded  in  its  mainframe  for  a  client/ 
server  environment.  Like  FMI,  the  com- 
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Building  a  Website  that  will  attract  millions  of  fans  requires  a  powerful  teammate.  An  IBM  RS/6000*  Internet  solution  handles 
many  of  the  busiest  Websites  around:  the  NHL,  the  Olympic  Games,  the  PGA  of  America,  even  Wimbledon,  to  name  a  few.  The  reason? 
Its  incredibly  scalable  UNIX'  operating  system,  AIX'  gives  the  RS/6000  the  flexibility  to  rise  to  any  challenge  -  now  or  down  the  road. 
So,  if  you’re  building  an  Internet  site  for  millions  or  an  intranet  for  hundreds,  well  help  design  a  winning  solution  for  your  business.  To  learn 
about  all  of  our  RS/6000  solutions,  stop  by  www.rs6000.ibm.com/solutions  or  call  1 800  IBM-2468,  ext.  FA057. 

IBM,  RS/6000  and  AIX  are  registered  trademarks  and  Solutions  tor  a  small  planet  is  a  trademark  of  IBM  Corp,  UNIX  is  a 
registered  trademark  in  the  IIS  and  other  countries,  licensed  exclusively  through  X/Open  Company  limited  All  other 
company  and/or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies,  ©1997  IBM  Corp. 
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pany  was  forced  to  examine  its  project 
management  processes,  and  as  a  result,  it 
established  a  project  management  orga¬ 
nization.  The  world’s  largest  diversified 
financial  company  and  the  biggest  source 
of  home  mortgage  funds  in  the  United 
States,  Fannie  Mae  and  its  processes  man¬ 
age  nearly  $1  trillion  worth  of  outstand¬ 
ing  mortgages.  Fully  1,000  of  its  3,500 
employees  work  for  the  centralized  IS 
department,  which  is  stretching  the  con¬ 
cept  of  the  project  office.  At  Fannie  Mae, 
IS  project  managers  and  developers — 
dubbed  “business  technologists”  by  CIO 
Bill  Kelvie — operate  in  both  technical  and 
business  arenas  within  the  organization. 
“It’s  an  increasing  phenomenon  to  find 
business  and  technology  departments 
becoming  more  blurred  in  a  corpora¬ 
tion,”  says  Kelvie.  “Business  and  tech¬ 
nology  can  no  longer  be  separate  and 
developed  in  a  vacuum.  That’s  why  we 
train  our  employees  in  broad-based  proj¬ 


ect  management  disciplines.”  (See  “Teach 
Your  Staffers  Well,”  Page  32.) 

IS  project  managers  at  Fannie  Mae 
spend  so  much  of  their  time  working  in 
cross-functional  teams  that  they  fre¬ 
quently  report  to  more  than  one  master. 
“We’re  expanding  out  of  the  old  glass 
house,”  attests  Vice  President  of  Portfolio 
Systems  Bill  Farrell,  a  project  management 
team  member  who  reports  both  to  Kelvie 
and  the  head  of  another  business  unit. 
“We  have  a  central  IS  organization  but 
organize  our  work  according  to  projects 
in  very  close  partnerships  with  business 
units,”  says  Farrell.  Sometimes  these  are 
direct-line  reporting  relationships.  Every 
project  has  a  business  and  an  IS  lead. 

Flit  squads  of  five  to  seven  project 
management  experts  drive  projects  from 
inception  through  completion  by  fol¬ 
lowing  Fannie  Mae’s  enterprisewide 
project  management  methodology. 
Called  WHEELS  (Ways  to  Help  Evaluate 


and  Execute  the  Lifecycle  of  Systems),  the 
methodology  combines  project  manage¬ 
ment,  scheduling,  and  materials  and 
resource  management  techniques.  Team 
members  apply  WHEELS  through  initi¬ 
ation,  scoping  and  planning,  business 
analysis,  technical  design,  construction, 
system  testing,  implementation  and  roll¬ 
out  of  a  project.  Each  phase  involves 
multiple  steps  and  requires  specific  deliv¬ 
erables,  such  as  completion  of  a  proto¬ 
type  by  a  given  deadline.  “We  look  at 
WHEELS  as  a  template  and  adapt  it  to 
each  project,”  Farrell  explains.  “Since 
every  project  goes  through  several  levels 
of  WHEELS  reviews,  there  are  no  sur¬ 
prises  at  the  end.” 

The  project  team  meets  with  users  at 
every  phase  and  develops,  tests  and 
refines  prototypes  to  meet  user  require¬ 
ments.  “IS  folks  have  to  work  with  cus¬ 
tomers  and  deal  with  people  who  don’t 
know  technology,”  says  Farrell.  “It  forces 


Gus  Crosetto,  Bill  Kelvie 
and  Bill  Farrell  Have 
made  Fannie  Mae’s  IS 
staffers  broad-based 

project  rfranSger-s. 
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When  you’re  rolling  out  a  new  design,  it  helps  to  get  a  jump  on  the  competition.  That’s  why  BMW,  Chrysler,  Ford,  Honda  and 
Mercedes-Benz  rely  on  a  total  workstation  solution:  the  IBM  RS/6000?  Working  side  by  side,  we  helped  these  companies  build  tailored 
solutions  that  run  the  leading  design  applications.  The  result?  Design  teams  around  the  world  can  share  ideas  and  work  more  closely 
together— helping  to  reduce  the  time  it  takes  to  bring  new  models  to  market  and  new  customers  into  showrooms.  How  can  an  RS/6000 
solution  drive  your  business?  Stop  by  www.rs6000.ibm.com/solutions  or  call  1  800  IBM-2468,  ext.  FA058. 


Solutions  for  a  small  planet 


IBM  and  RS/6000  are  registered  trademarks  and  Solutions  tor  a  small  planet  is  a  trademark  ot  IBM  Cora.  All  other  company 
and/or  product  names  are  trademarks  or  registered  trademarks  ot  their  respective  companies.  ©1997  IBM  Corp 


BEST  PRACTICES 


them  into  human  interaction.”  For 
example,  a  group  of  users  must  test  all 
applications  and  sign  off  on  them  before 
they  move  into  production.  That  ensures 
IS  won’t  have  to  go  back  and  retool  the 
applications  to  meet  user  needs.  Getting 
signoff  at  every  stage  is  a  painstaking 
process,  says  Farrell,  but  it’s  worth  it.  “If 
users  haven’t  signed  off  at  the  front  of 
the  project,  it  takes  months  to  get  [their 
approval]  afterward,”  says  Farrell.  “The 
methodology  ensures  that  all  the  projects 
we  do  are  done  on  time.” 

By  following  the  WHEELS  template, 
says  Training  and  Development  Director 
Gus  Crosetto,  the  project  teams  have 
become  as  efficient  as  airline  crews:  “We 
have  flight  attendants,  mechanics,  pilots 
and  a  ground  crew  who  can  come  to¬ 
gether  quickly  and  know  what  roles  they 
have  to  play.”  And  the  process  works:  Of 
120  software  development  projects 
Fannie  Mae’s  IS  group  has  built  in  the 
past  six  years,  90  percent  have  been  suc¬ 
cessfully  implemented — a  brilliant  record 
compared  with  the  industry  average  of 
about  30  percent.  For  a  30-application 
sample,  Fannie  Mae  calculates  that  for 
every  dollar  invested,  it  earned  revenues 
or  saved  more  than  $4  per  year. 

Guidance  Counselors 

While  Fannie  Mae’s  project  manage¬ 
ment  organization  is  broad  and  decen¬ 
tralized,  some  IS  organizations  follow  a 
more  conservative  model  of  the  project 
office,  where  a  small  supporting  staff 
frees  project  managers  to  wrestle  with 
political  and  strategic  knots.  Kapur 
likens  the  role  of  these  kinds  of  offices 
to  that  of  a  restaurant’s  maitre  d’ — they 
are  responsible  for  the  smooth  orches¬ 
tration  of  projects  and  they  watch  out 
for  risks.  “This  kind  of  project  office 
keeps  an  eye  on  everything  and  will  tell 
you  when  a  project  is  a  time  and  money 
sink,”  he  says.  “The  staffers  support  the 
project  manager,  use  project  manage¬ 
ment  tools  to  look  at  the  vital  signs  and 
give  early  warning  if  something  gets 
behind  schedule.” 

One  company  with  such  a  project 
office  is  DHL  Worldwide  Express  of 
Redwood  City,  Calif.  In  1995,  the  global 
shipping  company  set  up  a  project  office 
not  only  to  prepare  for  a  $4  million 
Web-based  ordering  and  tracking  sys¬ 
tem  but  also  to  help  IS  manage  its  pro¬ 
jects  and  provide  additional  resources  to 


support  the  company’s  business  groups. 
(Currently,  dozens  of  DHL’s  250  IS 
staffers  are  working  hard  on  the  Web- 
based  system,  which  customers  will  be 
able  to  tap  into  by  phone,  Internet, 
modem  or  DHL’s  electronic  data  inter¬ 
change  system.) 

The  two  people  who  make  up  the 
DHL  project  office  work  primarily  as 
consultants  and  mentors  to  project  man¬ 
agers  and  their  teams;  they  also  manage 
tools  and  reports,  and  they  make  sure 
everyone  on  a  project  team  adheres  to  a 
repeatable  project  management  process. 
Applications  Services  Manager  Rosemary 
Semprez,  for  example,  provides  tools 
such  as  the  ABT  Workbench  as  well  as 
templates  for  each  project  manager  to 
use.  “We  allow  people  to  manage  pro¬ 
jects  only  if  they  have  a  good  combina¬ 
tion  of  business,  technical,  leadership 
and  communication  skills,”  says 
Semprez.  “If  you’re  going  to  practice 
project  management,  it  also  helps  if 
you’re  a  little  bit  entrepreneurial.  You 
have  to  be  visionary.” 

Project  managers  who  are  responsible 
for  large,  complex  and  cross-organiza¬ 
tional  projects  report  to  Dorothy  Smith, 
vice  president  of  applications  develop¬ 
ment.  But,  as  is  the  case  at  Fannie  Mae, 
the  team  members  report  to  both  the 
head  of  IS  and  are  closely  aligned  to  the 
business  unit  sponsoring  the  project. 

At  DHL,  practicing  project  manage¬ 
ment  largely  means  separating  the  good 


ideas  from  the  bad.  Project  and  IS  man¬ 
agers  must  put  their  ideas  through  at  least 
three  incremental  stages  of  investigation: 
analysis,  proposal  and  charter.  Approval 
to  move  from  one  phase  to  another  is 
granted  by  an  executive  committee. 
Indeed,  project  management  at  DHL  is 
mostly  a  matter  of  playing  politics  and 
pushing  back,  observes  Smith.  “Users  will 
tell  you  that  a  project  is  a  slam-dunk,  and 
you  have  to  show  them  how  many  man- 
days  it  takes  to  get  software  up  and  run¬ 


ning  and  supported,”  she  says.  “You  have 
to  give  them  evidence  that  managing  the 
project  will  get  them  what  they  want  in  a 
timely  fashion.” 

Though  it’s  too  early  for  DHL  to  esti¬ 
mate  a  return  on  its  $150,000  invest¬ 
ment  in  people  and  software  for  the 
project  office,  the  company  has  already 
reaped  a  full  payback  by  preventing 
wasted  efforts,  Semprez  says.  “Before, 
someone  would  get  an  idea  and  run  off 
and  do  it,”  she  says.  “There  wasn’t  a  for¬ 
mal  process.  If  we  started  100  risky  pro¬ 
jects,  90  percent  of  them  failed.”  But  by 
doing  a  detailed  analysis  for  risk  and 
impact  at  each  stage,  DHL  can  spend 
money  where  it  makes  the  most  sense. 
“It’s  better  to  spend  $50,000  to  find  out 
that  a  project  doesn’t  make  sense  than 
to  spend  $250,000  on  something  that 
won’t  get  used,”  says  Semprez.  “Now 
we  take  on  the  most  important  projects; 
of  these,  we  believe  90  percent  will  suc¬ 
ceed.”  The  company  is  now  moving  into 
beta  on  the  ordering  and  tracking  sys¬ 
tem  project,  for  example,  and  everything 
is  running  on  time  and  on  budget.  “By 
doing  the  upfront  project  work  in  the 
planning  process,  we’re  able  to  stay  on 
schedule,”  she  says. 

Additionally,  IS  productivity  at  DHL 
has  risen  because  the  staff  focuses  more 
on  single  projects.  “Rather  than  work¬ 
ing  on  a  little  of  this  and  a  little  of  that, 
responding  to  whoever  squeaks  the 
loudest  or  constantly  re-creating  the 


wheel,  our  people  are  now  working  con¬ 
sistently  on  something  from  beginning 
to  end,”  says  Semprez.  “The  quality  of 
their  work  is  better.” 

And  improved  quality,  as  any  CIO 
knows,  is  the  key  to  improving  the  com¬ 
pany’s  bottom  line.  BE! 

Bronwyn  Fryer  is  a  business  and  tech¬ 
nology  writer  based  in  Santa  Cruz, 
Calif.  She  can  be  reached  at  bronwyn@ 
fryer.xo.com. 


"It's  better  to  spend  $50,000  to  find  out 
that  a  project  doesn't  make  sense  than  to 
spend  $250,000  on  something  that  won't 
get  used." 


-ROSEMARY  SEMPREZ 
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Bad  Year? 


It  happens  in  the  best  of  companies.  A  strike  here.  An  account 
loss  there.  And  you  suddenly  give  new  meaning  to  the  question 
"What  suit  should  I  wear  to  the  shareholder  meeting?" 

Needless  to  say,  nobody  can  prevent  the  unpreventable.  But 
at  Ernst &Young,  we  help  reduce  your  vulnerability  in  virtually 
every  aspect  of  your  business.  No  matter  where  you're  located. 

Because  we're  part  of  a  worldwide  organization  that  has 
72,000  people  in  134  countries.  We  hope  you'll  call. 

We'd  like  to  see  you  wearing  pinstripes  again. 

There  Isn't  A  Business  We  Can't  Improve  m 

=!l  Ernst  &Young 


www.ey.com 
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NCR  turbocharged 


Union  Pacific’s 


data  engine. 


L.  Merill  Bryan,  Jr., 

Senior  Vice  President, 
Information  Technologies, 
Union  Pacific 


V, 


“We  were  searching  for  a  data  warehouse  powerful 
enough  to  handle  complex  business  questions  and 
scalable  enough  to  take  us  into  the  next  century.  The 
NCR  Teradata®  database  made  NCR  the  obvious  choice.” 

Already  convinced  of  the  many  benefits  of  data  warehousing 
by  a  small  proof-of-concept  NCR  data  warehouse,  Union  Pacific 
was  looking  to  implement  an  enterprise-wide  scalable  data 
warehouse  strategy.  So  they  asked  NCR,  the  world  leader  in 
data  warehousing,  to  get  the  project  started  on  the  right  track. 

M-m  IN  DftTftj  Cur  NCR  Services  professionals  helped 
Union  Pacific  consolidate  dozens  of 
disparate  systems  into  a  single  1.1-terabyte  scalable  data 
warehouse  that  captures  and  stores  mission-critical 
transportation  and  logistical  information. 

Running  our  NCR  Teradata  database  on  our  scalable 
NCR  WorldMark™ servers  enables  unmatched,  ad  hoc, 
complex  business  questions,  giving  Union  Pacific's  2,300+ 
users  the  power  to  track  everything  from  accounts  payable 
to  locomotive  and  car  movement,  resulting  in  improved 
operating  efficiencies  and  millions  of  dollars  in  savings. 

NCR  Teradata  is  the  only  parallel  database  that  scales 
from  a  few  gigabytes  up  to  10  terabytes  and  beyond.  And 
NCR  WorldMark  servers  are  the  only  platform  that  scales 
from  SMP  to  MPP,  allowing  businesses 
to  start  their  data  warehouse  small  and 
grow  it  to  any  size.  . m 

To  learn  more  about  how  NCR 
can  help  you  set  up  a  scalable  data  warehouse 
that's  perfect  for  your  business,  call  1  800  CALL-NCR, 
ext.  3000.  Or  visit  us  at  www.ncr.com.To  learn  more  about 
Union  Pacific,  visit  www.up.com. 

©NCR 


Transactions  in  the  Age  of  the  Consumer 


Aij  WorldMark  servers  shown  iTature  Intel  Pentium  Pro  processors.  The  Intel  Inside  Logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  Teradata  is  a  registered  trademark  and  WorldMark  is  a  trademark  of  NCR  Corporation.  ©1997  NCR  Corporation.  All  rights  reserved. 


Complex  “ enterprise  software ”  packages  like  SAP’s  R/3 
can  make  or  break  a  project  manager’s  career. 

For  Visio’s  Neal  My  rick,  the  goal  was  clear:  Deliver 
a  solid  computer  system,  not  the  moon. 


UNEASY 


BY  CHRISTOPHER  KOCH 


a  therapist  might  describe  Neal  Myrick's  tumultuous  relationship  with 
SAP  AG’s  R/3  software  as  a  bit  dysfunctional.  The  software  treats  Myrick, 
worldwide  IT  and  facilities  director  at  Visio  Corp.,  as  it  does  any  other 
project  manager — it  puts  him  through  the  ringer.  All  aspects  of  an  imple¬ 
mentation  must  be  on  R/3’s  terms,  which  essentially  boil  down  to  “My 
way  or  the  highway.” 

Software  with  an  attitude.  Why  bother?  Because  R/3  is  as  ambitious  as  it  is  demand¬ 
ing.  R/3  is  a  business — your  business — replicated  in  software.  As  complex  as  a  busi¬ 
ness,  R/3  can  require  almost  as  much  time,  people  and  money  to  get  it  up  and  running. 
But  if  it’s  installed  correctly  (and  that’s  a  big  if),  R/3  can  make  information  more  acces¬ 
sible,  more  shareable  and  more  accurate  across  a  company. 

The  ambition  and  sheer  chutzpah  of  so-called  enterprise  software  packages  like  R/3 
are  redefining  project  management.  The  lure  of  a  single,  stable,  integrated  computing 
standard  within  a  company  is  proving  irresistible  to  many  CEOs  and  CFOs.  But  for 
project  managers  who  must  guide  the  effort  toward  that  tempting  business  goal,  the 
challenges  are  immense. 

Creating  a  single  software  standard  across  a  company  means  trashing  old  system 
standards,  excavating  all  the  old  data  and  jamming  it  into  the  new  system.  Project  man¬ 
agers  must  work  with  cross-functional  teams  of  business  and  IT  staff.  They  must  also 
cope  with  the  shock,  fear  and  outright  resistance  as  people  wonder  how  the  new  system 
will  affect  their  jobs.  Keeping  control  demands  an  impossible  combination  of  roles:  tech¬ 
nologist,  business  expert,  drill  sergeant,  motivational  speaker,  politician,  psychologist. 
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This  is  the  Story  of  one  project  man¬ 
ager’s  struggle  to  balance  those  roles 
and  bring  home  an  SAP  implementa¬ 
tion,  on  time  and  on  budget. 

Long  before  the  project’s  official  kick¬ 
off  in  March  1997,  Myrick  had  ago¬ 
nized  over  the  decision  to  install  SAP.  He 
and  his  staff  had  read  the  horror  stories 
about  million-dollar  R/3  projects  gone 
south.  “We  were  afraid  SAP  might  be 
too  complex  for  a  small  company  like 
ours,”  he  recalls.  But  SAP,  with  most 
customers  in  the  Fortune  500,  is  now 
catering  to  companies  like  Visio — a 
small,  $59  million  Seattle-based  soft¬ 
ware  maker — with  a  pre-fab  installation 
methodology,  Accelerated  SAP  or 
(ASAP). 

Visio’s  history  of  rapid  growth  turned 
out  to  be  a  plus.  Change  is  a  constant  at 
the  company — founded  seven  years  ago 
by  Jeremy  Jaech,  Visio  is  growing  like  a 
weed  under  the  Seattle  drizzle — and  few 
Visio  staffers  have  been  around  long 
enough  to  become  set  in  their  ways.  But 
they  have  been  around  long  enough  to 
notice  problems  with  Visio’s  legacy  sys¬ 


tem,  based  on  Platinum  Software  Corp.’s 
Btrieve  financial  software.  A  failed 
attempt  to  upgrade  the  system  in  Visio’s 
Dublin  office  in  1995  had  left  employ¬ 
ees  there  with  a  sour  aftertaste. 

When  Sue  Petersen,  Visio’s  general 


oped  to  do  what  Btrieve  could  not.  “We 
were  hurting,”  says  Eleanor  O’Neill, 
Visio’s  information  technology  and  facil¬ 
ities  manager  for  Europe,  who  ran  things 
at  Visio’s  operations  headquarters  in 
Dublin.  The  pain  was  felt  mostly  in 


ledger  supervisor,  visited  the  Dublin 
office  in  1996,  she  discovered  just  how 
unpopular  the  system  was.  “Dublin 
wasn’t  doing  their  checks  through  the 
system,”  she  recalls.  “They  were  manu¬ 
ally  writing  them  and  then  keying  them 
into  the  system.” 

Many  of  the  financial  reports  that 
Dublin  sent  to  Petersen  each  month  were 
not  being  generated  from  Btrieve,  but 
from  arcane  Excel  spreadsheets  devel- 


•mm. 
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terms  of  diversity — cultural,  linguistic 
and  monetary.  Dublin  deals  with  61  dif¬ 
ferent  international  distributors  and 
oversees  international  manufacturing  of 
Visio’s  flagship  drawing  and  diagram¬ 
ming  product  in  an  ever-increasing  num¬ 
ber  of  languages. 

Handling  that  kind  of  diversity  has 
always  been  SAP’s  greatest  strength.  SAP 
AG  was  founded  by  three  German  ex- 
IBMers  in  1972,  and  its  enterprise 
resource  planning  software  came  of  age 
in  Europe,  where  dueling  currencies,  cul¬ 
tures  and  bureaucracies  are  the  norm.  In 
the  past  three  years,  SAP  (which  trans¬ 
lates  to  Systems,  Applications  and 
Products  in  Data  Processing)  has  suc¬ 
cessfully  adapted  its  products  to  U.S. 
needs  as  well,  giving  Visio  the  breadth 
of  coverage  it  needed  to  get  Seattle  and 
Dublin  back  in  sync.  That’s  why,  when 
March  rolled  around,  Myrick  was  ready 
and  willing  to  let  Visio’s  processes  be  dic¬ 
tated  to  by  R/3.  “We’re  not  so  invested 
in  the  internal  processes  that  we  won’t 
be  able  to  adapt  to  SAP,”  he  said  at  the 
time.  In  exchange,  the  company  expected 
to  gain  a  clear,  filtered  pool  of  Teu- 
tonically  precise  data  that  could  be 
viewed  by  everyone  in  the  company. 

But  adapting  to  R/3  has  its  own  set  of 
costs — both  human  and  financial — as 
Myrick  would  shortly  discover. 

The  prelude  to  the  project  required 
studying  various  enterprise  software 
vendors  and  aspects  of  Visio’s  business. 
The  team  implementing  the  software — 
all  members  of  Myrick’s  IT  staff — were 
each  assigned  to  manage  different  SAP 
“modules,”  smaller  pieces  of  the  soft¬ 
ware  designed  for  specific  functions. 
Tying  together  all  of  these  modules 
across  Visio  created  enough  cross- 
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functional  and  cross-boundary  com¬ 
plexity  that  three  project  managers  were 
named:  Myrick  for  the  technology, 
Controller  Ed  Leary  for  the  business 
processes  and  O’Neill  to  coordinate 
Dublin’s  efforts.  Visio  was  also  incredi¬ 
bly  reliant  on  consultants,  as  are  all  com¬ 
panies  that  implement  SAP  (see  “Basic 
Instincts,”  Page  48).  Yet  even  with  out¬ 
side  help,  Visio’s  plan  was  ambitious:  to 
implement  five  modules  in  five  months 
for  both  the  U.S.  headquarters  in  Seattle 
and  its  Dublin  outpost. 

To  help  coordinate  the  project, 
Myrick  hired  Hewlett-Packard  Co.  con¬ 
sultant  David  Geddie.  To  hear  Geddie 
talk,  preparing  for  SAP  is  like  preparing 
for  a  funeral.  “There’s  always  a  sense  of 
loss  and  remorse  in  the  first  30  days  of 
an  engagement,”  says  Geddie,  who 
speaks  in  precise  cadences  and  almost 
never  pauses.  “The  customer  is  shedding 
the  old  system  and  is  concerned  that  he 
might  not  have  made  the  right  decision 
to  spend  all  that  money.  At  that  point, 
I’m  trying  to  bolster  the  customer’s  con¬ 
fidence  in  [his  or  her]  choice,  and  I’m  try¬ 
ing  to  establish  my  own  credibility.” 

Geddie  would  need  all  the  credibility 
he  could  muster  in  those  first  few  weeks 
as  the  Visio  team  struggled  to  explain  the 
business  to  HP’s  people  in  a  series  of 
intense  interviews.  That  phase,  which 
Geddie  calls  the  “business  blueprint,”  is 


designed  to  reveal  “the  hopes,  dreams 
and  requirements  of  what  people  want 
out  of  the  system,”  Geddie  says. 

“I  decided  to  let  the  functional  mod¬ 
ule  leaders  head  up  each  of  the  business 
blueprint  meetings,”  says  Myrick.  “I  was 
convinced  that  the  less  involved  I  was  at 
that  stage,  the  more  ownership  the  team 
members  would  feel  toward  the  system 
when  it  was  finally  implemented.” 

Ownership  of  the  new  system  would 
prove  to  be  an  issue  elsewhere  in  Visio 
as  well.  “One  of  the  biggest  issues  for  me 
was  sales  commission  analysis,”  says 
Tim  Buckley,  Visio’s  vice  president  of 
worldwide  sales.  “I  wanted  to  retain  the 
flexibility  to  change  the  commission 
structure  when  I  needed  to  because  it’s 
such  a  critical  process.  It  was  my  under¬ 
standing  that  it  might  take  awhile  to  do 
that  within  SAP  and  that  once  it  was 
done,  it  wouldn’t  be  easy  to  change.” 
Because  the  commission  structure  is  so 
closely  linked  to  the  organizational 
structure  of  the  sales  groups,  Buckley 
and  Myrick  decided  to  keep  commis¬ 
sions  analysis  out  of  R/3. 

Although  the  Visio  team  was  tempted 
to  do  whatever  it  took  to  accommodate 
highly  visible,  prized  processes  like  sales 
commission  analysis,  there  were  two 
choices  to  make  on  any  process  that  re¬ 
sisted  the  lure  of  SAP:  Get  it  all  or  get  it 
done.  Visio  was  focused  on  getting  it  done. 


Expediency  has  its  own  dangers, 
however.  Keep  too  many  important  pro¬ 
cesses  out  of  the  new  system,  and  com¬ 
panies  will  question  why  they  paid  the 
big  bucks  for  fancy  German  software. 
Myrick  and  Leary  were  in  the  unenvi¬ 
able  position  of  having  to  carefully  man¬ 
age  Visio’s  SAP  expectations  downward, 
not  upward. 

“We  heard  that  a  sales  manager  in 
Europe  was  telling  people  that  they  were 
going  to  get  all  these  cool  sales  reports 
out  of  SAP,”  recalls  Myrick.  “That 
raised  a  red  flag  for  the  project  man¬ 
agers.  If  sales  was  anticipating  a  one- 
button  solution  by  July  28 — our  go-live 
date — we  needed  to  reset  those  expecta¬ 
tions  to  one  of  bare-bones  functionality.” 
Adds  Leary,  “We  had  to  tell  them  that 
they  weren’t  going  to  lose  any  reports 
out  of  this,  but  they  probably  weren’t 
going  to  gain  any  either,  at  least  not  until 
later.” 

Jeremy  Jaech,  Visio  president  and 
CEO,  is  one  of  those  khaki-clad  boyish 
power  geeks  who  drive  the  software 
industry  today.  (In  a  previous  en¬ 
trepreneurial  life,  Jaech  helped  develop 
PageMaker  desktop  publishing  soft¬ 
ware.)  Intelligent  and  aggressively  am¬ 
bitious,  he’s  as  conversant  in  the 
mechanics  of  Visio’s  business  as  he  is  in 
its  software.  Though  he  has  had  little  to  do 
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How  much  is  it  costing  YOU? 


Know  your  assets  with 
NETinventory  and  save  money. 

BindView  EMS/NETinventory  gives  you  the  most  up-to- 
date  information  about  your  global  IT  assets  quickly  and 
accurately. 

Take  control  of  upgrade  costs. 

NETinventory  will  give  you  the  most  thorough  hardware 
and  software  inventory  available  —  enabling  you  to  make 
confident  technology  acquisitions  for  your  company. 

Take  full  advantage  of 
volume  license  purchases. 

NETinventory  centralizes  the  information  you  need  for 
negotiating  high  volume  purchasing  discounts.  Stop  paying 
a  premium  for  decentralized  purchasing! 

Track  compliance  with  software 
licensing  agreements. 

NETinventory  will  give  you  the  location  and  quantity  of  all 
installed  software  licenses.  Also,  our  reports  are  accepted 
by  the  SPA  for  software  license  compliance  reporting. 

Detect  equipment  theft. 

NETinventory  alerts  you  when  John  Smith’s  PC  in  your 
UK  office  loses  a  hard  drive  and  8  meg  of  RAM. 

Reduce  help  desk  response  times. 

NETinventory  helps  you  resolve  technical  problems  faster 
by  giving  support  staff  immediate  access  to  users’ 
hardware  and  software  configuration  changes. 
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Call  or  visit  our  website  for  a  FREE  white  paper  to  learn 
how  “knowing  your  assets”  can  reduce  costs  and  improve 
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Distributed  asset  management  for  500-10,000+  node  enterprises. 


After  years  of  struggling  to  manage  distributed 
networks,  network  managers  are  replacing  their 
hodgepodge  of  various  tools  and  piecemeal 
solutions  with  a  single,  integrated  network 
management  solution. 

One  that  can  manage  the  entire  enterprise 
and  all  your  networks,  including  TCP/IP,  DECnet, 
IPX/SPX  and  SNA. 


Only  llnicenler  TNG 
Offers  End-To-End 
Management. 


of  control  for  your  complex  and  heterogeneous 
global  network.  Its  dynamic  auto-discovery 
ensures  that  your  network  configuration  is 
current.  The  Real  World  Interface™  allows  for 


better  visualization  of  your  network.  And 
third-party  tools  such  as  element  managers 
integrate  with  Unicenter  TNG  through  its  open 
and  extensible  architecture. 


Unicenter®  TNG™  offers  automatic,  intelligent, 
object-oriented  network  management  that  en¬ 
ables  you  to  manage  proactively.  So  you  can  an¬ 
ticipate  and  solve  problems  before  they  happen. 

Unicenter  TNG  gives  you  a  single  point 
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Unicenter  TNG  Is  The 
Industry  Standard  For 
Enterprise  Management. 

Unicenter  TNG  is  an  integrated  solution  for 
end-to-end  enterprise  management.  With 
(support  for  every  major  hardware  platform 
and  operating  system,  Unicenter  TNG  is  open, 
scalable,  extensible  and  always  vendor-neutral. 


The  Real  World  Interface  uses  virtual  reality  to  create  a  3-D  environ¬ 
ment  that  represents  objects  just  as  they  appear  in  the  real  world. 


The  Best  Feature  01  All: 
Unicenter  TNG 
Is  Shipping  Today. 


Enterprise 

Functionality 

▲  Security  Management 
a  Network  Management 
a  Event/Status/Exception 
Management 
a  Database  Management 
a  Software  Delivery 
a  Auto-Discovery 
a  Workload  Management 
a  Storage  Management 
a  Performance  and 
Accounting 

a  Output  Management 
a  Service/Help  Desk 
a  Change  and  Configuration 
Management 
a  Inventory  and  Asset 
Management 

a  Application  Management 
a  User-Built  Agents 
a  Virus  Protection 


Unicenter  is  a  proven 
software  solution 
that’s  available  today. 
It’s  real,  mission- 


critical  and  up  and 
running  in  thousands 
of  sites  around  the 
world  for  some  of 
the  smartest  users 
in  the  world.  Users 
who  know  that 
working  smarter 
always  beats 
working  harder. 
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with  the  R/3  project  since  the  executive 
committee  signed  off  on  it  in  February,  he 
knows  what  he  wants  from  it.  “If  I  had  to 
choose  the  single  most  important  thing  I 
want  from  R/3,  it’s  to  handle  our  deferred 
channel  revenue  process,”  he  says. 

Deferred  channel  revenue  is  finance 
jargon  for  making  sure  a  sale  is  really  a 
sale.  According  to  Jaech,  many  software 
companies  “dump”  extra  product  with 
distributors  at  the  close  of  a  quarter  so 
that  they  can  pump  up  weak  sales  rev¬ 
enues  totals.  The  downside  of  that  strat¬ 
egy  is  that  at  some  point  much  of  that 
extra  software  may  flood  back  to  the 
company  in  unsold  returns,  which  will 
depress  revenues  the  next  time  around. 

What’s  worse  is  that  distributors  have 
gotten  wise  to  the  scheme,  says  Jaech, 
and  they  pressure  desperate  software 

teams  are  hunkered  down  on  the  13th 
floor,  which  has  been  set  aside  for  the 
team’s  exclusive  use.  This  is  command 
central:  a  nondescript  suite  of  small 
offices  divided  up  like  R/3  itself.  Taped 
to  the  doors  of  each  office  are  sheets  of 
white  paper  with  module  names 
scrawled  across  them.  MM  (for  materi¬ 
als  management),  FI  (for  finance),  AM 
(for  asset  management)  and  CO  (for 
controlling)  lucked  out  and  got  the  win¬ 
dow  offices,  while  SD  (for  sales  and  dis¬ 
tribution)  is  closer  to  the  small  kitchen’s 
soda  and  coffee  machines  that  flank  the 
large,  central  conference  table.  The 
sprawling  conference  table  is  where  the 
various  team  members  meet  to  talk 
about  the  big  picture. 

Besides  the  constant  smell  of  coffee, 
there  is  a  steady  fusion  of  voices,  each 
with  a  different  accent — American,  Irish, 
Chinese,  South  African  and  Indian — all 
speaking  the  same  unfathomable  lan¬ 
guage:  SAR  Meanwhile,  Dublin  is  busy 
setting  up  its  office  structure  to  match 
that  of  Seattle’s.  Conference  phones  are 
installed  in  each  of  the  module  offices  so 
that  Dublin’s  team  can  follow  the  ASAP 
templates  alongside  the  HP  and  Seattle 
teams.  For  more  difficult  issues  that 
come  up,  videoconferencing  equipment 
is  available  for  something  more  akin  to 
face-to-face  discussions. 

Geddie  leads  a  meeting  of  all  the  dif¬ 
ferent  module  heads  to  discuss  the  pro¬ 
cesses  that  are  too  important  to  lose  but 
too  complex  for  SAP  to  handle  through 
its  standard  set  of  reports.  They  are  the 
processes  that  will  cost  Visio  now  and 


Basic  Instincts 

Fuzzy  feelings  may  turn  out  to  be  the  most 
important  part  of  a  cons 


WORKING  WITH  CONSULTANTS  effectively  on  a  project  like  Visio 

Corp.’s  is  really  a  practice  of  managing  relationships  and  figuring 
out  the  best  methods  of  communicating  highly  complicated  busi¬ 
ness  rules  and  concepts.  At  Visio,  it  was  done  on  a  daily  basis  with  adjust¬ 
ments  being  made  all  the  time  to  compensate  for  various  issues  including 
language  barriers  and  unfamiliarity  with  a  company’s  specific  business. 

In  discussing  why  he  chose  Hewlett-Packard  Co.’s  David  Geddie  to  be 
the  consulting  lead,  Neal  Myrick,  worldwide  IT  and  facilities  director  at 
Visio,  uses  a  lot  of  vague-sounding  phrases  like  “chemistry”  and  “speaking 
the  same  language.”  These  fuzzy  feelings  may  be  the  most  important  part 
of  an  SAP  R/3  consulting  relationship.  Since  Myrick  couldn’t  install  the 
software  himself,  he  had  to  make  sure  he  got  along  with  trusted  consul¬ 
tants.  “When  people  do  systems  projects,  they  usually  try  to  maintain  a 
sense  of  confidence  about  how  it’s  going  to  come  together,”  says  Myrick. 
“With  SAP,  it  isn’t  so  much  a  sense  of  confidence  as  it  is  faith.  We’ve  had  to 
have  a  lot  of  faith  that  the  HP  people  are  leading  us  down  the  right  path. 
The  schedule  is  so  fast  that  you  can’t  see  the  end  of  the  path.  You’re  just 
walking  in  this  four-  by  four-foot  path  of  light,  being  led  along  by  the  con¬ 
sultant,  and  the  rest  is  darkness.  It’s  not  a  comfortable  feeling.” 

“Knowledge  transfer”  between  consultants  and  in-house  staff  is  a  major 
issue  in  most  SAP  implementations.  “The  team  worried  about  wasting  the 
time  it  took  to  figure  out  things  themselves  that  could  have  been  more  effi¬ 
ciently  resolved  if  HP  had  had  the  time  to  show  them  the  way,”  says 
Myrick.  But  since  Myrick’s  IT  staff  needed  to  manage  and  maintain  the 
new  system  after  HP  left,  the  more  they  understood  about  the  configura¬ 
tion  of  the  system,  the  better.  “When  you  hire  a  consulting  group  with  a 
fast  SWAT  team  approach,  you  must  find  a  way  to  become  self-sufficient,” 
he  says.  -C.  Koch 


makers  for  special  deals  before  they  will 
accept  inflated  deliveries. 

To  break  the  cycle,  Visio  tracks  sales 
through  to  the  retail  outlets  and  com¬ 
pares  the  retail  sales  with  the  number  of 
units  shipped  to  distributors  each  month. 
If  the  retail  stores  sell  less  than  Visio 
anticipated,  Visio  defers  some  of  the  rev¬ 
enues  from  the  sales  it  made  to  the  dis¬ 


tributor;  if  sales  are  up,  it  adds  back  some 
deferred  revenues  from  previous  months. 
The  process  smoothes  out  revenues  and 
prevents  a  tidal  wave  of  unexpected 
returns.  Unfortunately  for  Myrick  and 
the  Visio  team,  it’s  a  complex  and  fairly 
unique  way  of  handling  revenues — two 
attributes  that  really  annoy  R/3. 

Nearby,  the  various  R/3  module 
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YOU  NEED  ENCORE  DATASHARE™  TODAY. 

You  hear  it  every  day.  I  need  the  Data.  I  need  it  NOW. 


You  need  data  from  mainframe  storage.  You  need 
data  from  open  systems  storage.  You  don’t  have  time 
to  wait.  That’s  a  problem. 

You  don’t  want  to  hear  about  copy  time,  conversion 
time,  network  traffic  or  tape  speeds.  You  just  want 
the  data.  And  you  want  it  where  you  need  it.  Not 
after  the  batch  window.  Not  after  a  copy  is  made. 
Not  after  it’s  moved.  NOW 

That’s  why  you  need  Encore’s  Universal  Storage 
Processor  with  DataShare.'  There’s  no  data  transport, 


no  copies  made,  no  tapes  to  mount  and  no  network 
delays.  Just  information:  now.  One  common  storage 
medium  makes  your  data  directly  accessible  by  all 
attached  platforms  —  mainframes,  open  systems  and 
network  servers  —  all  sharing  the  data  as  soon  as  it’s 
written.  Encore  DataShare  —  one  shared  copy  of  the 
data,  where  you  peed  it,  when  you  need  it. 

Don’t  wait  for  the  data.  DataShare  is  available  now. 

Call  Encore  at  1-800-933-6267. 
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perhaps  again  in  the  future  because  they 
require  custom  programming  in  SAP’s 
complex  Advanced  Business  Application 
Programming  (ABAP)  language,  work 
that  is  not  included  in  HP’s  consulting 
contract.  Custom  reports  are  expensive 
and  time-consuming.  “We  hope  you  can 
learn  to  love  SAP’s  standard  reports,” 
Geddie  tells  them. 

Then,  as  Geddie  reviews  the  report, 
module  by  module,  process  by  process, 
he  looks  for  consensus  on  problems  and 
options  for  resolution.  Most  issues  are 
quickly  resolved  by  a  twist  of  the  process 
or  a  tweak  of  R/3’s  standard  reports. 
Working  through  the  crankiest  processes, 
he  pauses  when  he  gets  to  the  one  that 
deals  with  Visio’s  way  of  handling  inven¬ 
tory.  “Here  we  have  the  big  ugly,”  he 
says.  It’s  one  of  those  processes  that  stub¬ 
bornly  refuses  to  give  in  to  R/3’s 


demands.  At  the  root  of  the  problem  is 
R/3’s  pickiness  about  inventory  owner¬ 
ship.  Visio  outsources  its  manufactur¬ 
ing,  blurring  the  lines  of  ownership 
between  Visio  and  its  manufacturing 
vendors.  But  R/3  doesn’t  let  companies 
track  something  they  don’t  own  out¬ 
right,  and  it  doesn’t  recognize  inventory 
that  has  no  assigned  value,  like  trial  soft¬ 
ware,  marketing  handouts  and  other 
freebies.  The  consultants  offer  Visio  two 
massively  unpopular  choices:  Visio  could 
assume  ownership  of  the  inventory 
throughout  the  manufacturing  cycle,  or 
it  could  send  two  invoices  to  cover  the 
blurry  lines  of  ownership  along  the  way. 

Leary  isn’t  happy  with  the  first  option 
because  it  costs  money  to  keep  inventory 
on  the  books.  “Owning  all  that  inventory 
ourselves?  Hell,  the  cost  will  go  all  the 
way  back  to  the  stockholders,”  he  fumes. 


Ed  Leary  had  to  ask 
Visio’s  sales  managers 
to  expect  less  from 
the  system. 


Meanwhile,  Susan  Kilbridge,  a  Dublin 
representative,  finds  the  second  sugges¬ 
tion  unacceptable.  “Our  customers  send 
us  one  purchase  order,  and  we  send  them 
two  invoices?  We  shouldn’t  have  a  sys¬ 
tem  that  makes  more  work  for  our 
customers.” 

Geddie  tries  to  keep  the  anxiety  to  a 
minimum.  “We’re  not  trying  to  identify 
exactly  how  we’re  going  to  solve  the 
problems  at  this  stage;  we’re  just  going 
to  flag  the  processes  that  need  change,” 
he  says.  “You’ll  have  an  opportunity  to 
work  with  the  HP  team  to  develop  the 
processes  based  on  the  boundaries  we’ve 
outlined  here.” 

Those  boundaries  could  become 
expensive — ABAP  programmers  charge 
Visio  per  report — so  Geddie  talks  up  his 
consultants’  ability  to  perform  magic 
with  the  standard  reports.  “These  guys 
will  work  to  the  ends  of  the  earth  for 
you,”  he  says.  He  pans  the  room  and 
asks,  “if  all  else  fails,  can  you  live  with 
the  two-customer  invoice  process?” 
There’s  some  grumbling  until  John 
McCabe,  a  Dublin  project  member, 
jokes,  “Yeah,  as  long  as  you  keep  the 
AK-47  away  from  Susan.” 

For  four  weeks — from  April  4  to 
May  4 — HP  leaves  Visio  during  the 
“simulation”  phase  to  configure  60  per¬ 
cent  of  the  system  according  to  the  re¬ 
quirements  specified  in  the  business 
blueprint.  After  HP  completes  the  basic 
hardware  and  software  configuration, 
it’s  back  to  Visio  to  begin  stuffing  the 
more  recalcitrant  processes  into  R/3. 

Because  Visio  is  small,  the  volume  of 
data  that  needs  to  be  included  in  the  new 
system  is  also  relatively  small.  Still,  these 
various  “systems,”  which  include  indi¬ 
vidually  maintained  spreadsheets  and 
databases,  have  never  been  centrally 
managed.  They  need  to  be  put  it  in  a  for¬ 
mat  to  satisfy  SAP.  But  the  project  time 
line  is  so  tight  that  things  come  up  one 
day  that  need  solutions  the  next.  “In  a 
schedule  where  the  configuration  is  only 
three  days  ahead  of  the  validation  and 
testing,  it  is  impossible  to  do  such 
upfront  planning,”  says  Myrick. 

He  decides  to  have  his  staff  sign  up  for 
SAP’s  Early  Watch  program,  where  SAP 
logs  into  Visio’s  system  over  its  frame 
link  and  analyzes  workload  on  its 
databases  and  servers.  Myrick  then  hires 
a  data  migration  consultant  to  do  the 
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programming  required  to  pull  all  the 
data  required.  “There’s  no  possible  way 
I  could  have  found  enough  time  to  do 
it,”  he  laments.  Another  lesson  learned: 
You  can’t  start  looking  for  extra  help  too 
early.  Anyone  starting  on  an  SAP  imple¬ 
mentation  should  have  his  or  her  recruit¬ 
ing  department  start  looking  for  SAP 
contractors  to  call  in  if  required. 

The  Visio  team  is  constantly  provid¬ 
ing  HP  with  a  lot  of  information  that 
isn’t  acted  on  until  the  consultants  need 
it.  Oftentimes,  the  consultants  ask  for  the 
data — again — forgetting  that  the  Visio 
team  had  provided  it  earlier.  Both  teams 
wind  up  frustrated  and  aggravated. 

“The  best  resolution  is  for  the  HP  team 
to  reject  any  information  that 
isn’t  appropriate  at  the  time,” 
says  Myrick.  “They  could  say 
something  like,  ‘Please  hold  on 
to  that  for  a  few  days  until  we 
get  to  that  portion  of  the  imple¬ 
mentation.’  That  way,  the  Visio 
team  wouldn’t  be  led  to  believe 
that  something  was  being  done 
with  the  data,  and  the  HP  team 
could  focus  on  the  configuration 
without  distractions.” 

During  the  final  few  weeks 
before  the  go-live  date,  the  proj¬ 
ect  becomes  almost 
entirely  focused  on 
resolving  the  few 
problem  processes  that 
remained  from  the  dis¬ 
cussions  in  March  and 
April.  R/3’s  reporting 
weaknesses  dog  the 
team’s  attempts  to  get 
the  system  up  and  run¬ 
ning.  Although  the  custom  interfaces 
built  by  HP  for  the  project  will  eventu¬ 
ally  cost  less  than  10  percent  of  the  over¬ 
all  $1.5  million  project  budget,  the  frus¬ 
tration  costs  are  much  higher. 

“SAP  is  great  for  looking  at  one  par¬ 
ticular  customer  or  one  particular  cus¬ 
tomer  order,”  says  Leary.  “But  if  you 
want  a  global  view  of  all  your  customers 
or  all  your  orders,  it  doesn’t  work  well. 
The  standard  reports  let  you  look  at  only 
one  customer  or  one  order  at  a  time;  you 
can’t  combine  them  in  the  system.  It’s 
great  at  transactional  reporting — you 
can  drill  down  to  an  incredible  level  of 
detail  on  each  transaction.  But  again, 
you’re  only  looking  at  one  transaction.” 

Some  of  Visio’s  most  important  pro¬ 


cesses,  such  as  inventory  ownership  and 
deferred  revenues,  continue  to  bedevil 
the  HP  consultants  and  the  Visio  team 
because  they  require  more  than  one 
transaction.  HP  agrees  to  absorb  the  cost 
of  fixing  the  inventory  ownership  pro¬ 
cess,  ultimately  conceding  that  sending 
two  invoices  to  customers  each  month 
is  unacceptable. 

The  good  news  is  that  the  consultants 
will  not  need  to  change  any  of  R/3’s  core 
computer  code  to  accommodate  Visio’s 
processes.  Fiddling  with  R/3’s  guts  is 
very  dangerous.  It’s  the  software  equiv¬ 
alent  of  prying  open  your  new  VCR 
with  a  screwdriver 
the  minute  you  get 


it  home.  Even  so, 
Visio  toyed  with  the  idea — briefly.  “We 
got  to  a  certain  point  where  one  of  the 
teams  wanted  to  change  the  name  of  a 
field  in  the  system — what’s  known  as  a 
‘repair,’”  says  Myrick.  “Our  rule  going 
into  the  project  was  that  we  weren’t 
going  to  do  repairs  unless  absolutely 
necessary  because  upgrading  the  system 
down  the  road  becomes  more  difficult. 
You  have  to  keep  careful  records  of 
what  you  did  and  then  do  it  all  over 
again  each  time  you  upgrade  to  a  new 
version.” 

Two  weeks  prior  to  the  go-live  date, 
the  project  is  so  intense  that  there  is  no 
longer  any  real  schedule.  “We  get  to¬ 
gether  in  the  morning  and  decide  what 
to  do  next,”  says  Myrick.  The  ad  hoc 


approach  works,  but  not  without  taking 
a  toll  on  the  team.  “They  come  in  each 
morning  not  knowing  what  they’ll  be 
doing.  And  at  that  point,  they  feel  as  if 
each  hour  were  precious,”  he  says. 

Each  time  a  new  piece  is  added  to  the 
system,  they  have  to  go  back  and  test  it 
again.  “It  is  an  endless  cycle  of  test,  con¬ 
figure  and  test,”  says  Myrick.  “We  have 
conference  calls  once  or  twice  a  week 
with  Dublin  to  say,  ‘We  have  no  idea  how 
to  do  this  piece,’  and  Dublin  answers, 
‘We’ve  done  that,  we  can  explain  it.’” 

However,  the  countdown  to  July  28 
proves  somewhat  anticlimactic  for 
Myrick  and  the  Visio  team. 
The  scramble  continues,  but 
the  endless  cycle  of  testing 
gives  the  team  a  pretty  good 
idea  of  how  R/3  will  work. 
There  will  be  no  magic  flip  of 
a  switch  to  reveal  wondrous 
new  screens  of  data — the 
team  has  seen  it  all  before, 
too  many  times.  Project  duty 
at  this  point  is  like  a  plumb¬ 
ing  job,  a  process  of  making 
sure  the  sales  orders  don’t 
leak  on  their  way  to  the 
finance  department. 

The  HP  consultants  are 
shipped  off  for  the  final  week 
to  Dublin  in  a  nod  to  the  extra  com¬ 
plexity  of  the  installation  there.  Many 
bugs  temporarily  persist,  and  some  of 
the  reports  are  ready  in  time,  but  it  is 
clear  by  now  that  R/3  is  going  to  run 
when  the  system  goes  up  at  8  a.m., 
Greenwich  Mean  Time,  July  28, 1997. 

Shortly  after,  Myrick  writes  the  final 
installment  of  his  project  journal: 

“July  30:  So  far  so  good.  Dublin  was 
up  and  running  by  Monday  morning 
( midnight  our  time).  They  raised  24  sales 
orders  before  the  1 0  a.m.  cutoff  to  their 
vendors,  which  allowed  same-day 
turnaround.  Eight  hours  later,  Seattle 
was  struggling  with  some  inventory 
import  files  at  first,  but  they  were  also 
able  to  raise  sales  orders  and  meet  ven¬ 
dor  same-day-ship  cutoffs. 

The  teams  had  their  respective  cham¬ 
pagne  toasts  at  the  end  of  the  day,  and 
Jeremy  [Jaech]  came  to  the  meeting  room 
to  congratulate  everyone  on  a  job  well 
done.  Now  it’s  on  to  phase  two....  ”  BE! 

Senior  Editor  Christopher  Koch  can  be 
reached  at  ckoch@cio.com. 


52  CIO  •  SECTION  1  /  OCTOBER  15,  1997 


http://www.cio.com 


•  •  <• 

Can  you  find  and  fix  your  dates? 

can. 


SEND 

Transition  Software 

a  portion  of  your  code, 
and  we  will  use 

Trans2000 

to  analyze  and 

convert  it  for  free. 


Trans2000  is  the  leader  of  the  second- 
generation  tool  sets  and  offers  a  fully 
integrated  Year  2000  compliance  system. 
Trans2000  determines  the  extent  of  your 
conversion  needs,  develops  an  implemen¬ 
tation  plan,  and  performs  the  necessary 
changes  or  bridges,  while  assisting  in  the 
management  and  testing  of  your  project. 
Trans2000  is  a  tested,  second-generation 
compliance  system  that  efficiently  and 
effectively  meets  the  challenge  of  the  new 
millennium. 

Let  us  demonstrate  our  benefit  to  your 
business  by  offering  a  proof  of  service 
using  data  from  your  MVS  system.  We 
will  provide  you  with  reports  that  contain 
a  detailed  analysis  using  Encompass2000, 
sample  conversion  plan  using  Plan2000 
and  Project2000,  and  demonstrate  our. 
conversion  capabilities  using  Convert2000. 

Contact  us  for  information 
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Transition  Software 


,  Tel:  (610)  337-2500  Fax:  (610)  337-7110 
e-mail:  info@transition-software.com 
www.transition-software.com 


Your  Trans2000  suite  includes: 


O  Encompass2000.  Creates  and  analyzes  inventory;  determines  • 
cost  of  conversion;  plans  and  directs  conversion. 

©  Plan 2 (  Prioritizes  systems  to  be  converted;  plans  conver¬ 
sion  sequence;  defines  bridge  points. 

©  Project 2  Monitors  and  controls  all  conversion  activities; 

confirms  formats;  reports  progress. 

O  Co  vert?  Converts  source  code,  JCL,  PROCS,  and  SORT 
and  IDCAMS  control  cards. 


©  F i le 2 ( :  Converts  and  compares  data  files;  performs  physical? 

and  dynamic  file  bridging;  quickly  and  easily  validates  changes. 
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Projects 

The  warning  signs  of  failure  are  detectable  long  before  a  project 
falls  apart .  You  just  have  to  know  where  to  look. 


BY  TOM  FIELD 


In  1 993,  the  Oregon  Department  of  Motor  Vehicles  embarked  on  what  was  reported 

to  be  a  five-year,  $50  million  project  to  computerize  its  paper-based  records. 
By  improving  the  DMV’s  access  to  license  and  vehicle  registration  data,  state 
officials  thought  they  could  downsize  the  DMV  workforce  by  one-fifth  and 
save  $7.5  million  annually. 


After  two  years,  the  five-year  project’s  completion  date  crept  to  2001,  and  the  esti¬ 
mated  total  budget  ballooned  to  $123  million.  Finally,  in  1996,  a  prototype  was 
rolled  out,  but,  according  to  one  consultant  brought  in  to  examine  the  project,  the 


system  was  fired  up  on  a  Monday,  and  by  midweek  the  DMV  test  office  had  longer 


lines  than  ever  backed  up  around  the  block.  The 
new  system  was  a  total  failure.  Soon  after,  in 
response  to  public  outcry,  state  officials  killed  the 
project.  In  the  aftermath,  the  only  downsizing  that 
occurred  was  among  the  DMV  officials  who  over¬ 
saw  this  disaster,  and  now  there’s  an  active  move¬ 
ment  among  voters  to  privatize  Oregon’s  DMV. 


Reader  ROI 


ACCORDING  TO  PROJECT  MANAGEMENT 
analysts,  40  percent  of  all  IS  projects  fail, 
costing  U.S.  businesses  approximately 
$  1 00  billion  annually.  This  feature 
story  draws  from  the  experience  of 
project  management  gurus,  consultants 
and  practitioners  to  show  readers 

►  Why  projects  fail 

►  How  to  turn  around  failing  projects 

►  When  to  pull  the  plug 


http://www.cio.com 
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If  only  that  case  were  the  exception  among  IT  projects.  But 
it’s  not  even  the  only  DMV  meltdown — California’s  $45  mil¬ 
lion  boondoggle  in  the  early  ’90s  earned  great  notoriety — and 
it’s  just  one  dramatic  example  of  project  failures  that  plague 
most  1$  organizations.  The  Standish  Group  International  Inc., 
a  Dennis,  Mass. -based  consultancy  whose  landmark  1995 
“Chaos  Report”  opened  people’s  eyes  to  the  ugly  realities  of 
IS  project  failure,  has  turned 
up  some  new  findings  in  its 
current  research: 

■  Forty  percent  of  IT  applica¬ 
tion  development  projects  are 
canceled  before  completion; 

■  Thirty-three  percent  of  the 
remaining  projects  are  “chal¬ 
lenged”  by  cost/time  over¬ 
runs  or  changes  in  scope; 

■  Together,  failed  and  chal¬ 
lenged  projects  cost  U.S.  com¬ 
panies  and  government  agen¬ 
cies  an  estimated  $145  billion 
per  year. 

Some  IS  projects  are 
doomed  by  complicated  cor¬ 
porate  politics  or  technologi¬ 
cal  evolution — both  business 
needs  and  IT  tools,  after  all, 
are  subject  to  change.  James 
H.  Johnson,  chairman  of  The 
Standish  Group,  has  a  pet  catch  phrase  built  around  this 
theme:  Complexity  causes  confusion  and  costs.  Beyond 
Johnson’s  “four  C’s,”  project  management  experts  say,  IT 
projects  often  die  simply  because  IS  departments  fail  to  fol¬ 
low  the  basic  project  management  principles  that  help  ensure 
project  success  in  the  engineering  and  construction  industries 
(see  “Home  Field  Advantages,”  Page  28).  “It’s  all  very  basic,” 
says  Tom  Jones,  an  Electronic  Data  Systems  Corp.  (EDS) 
account  manager  who  brings  to  his  engagements  25  years  of 
engineering/construction  project  management  experience. 
“There  are  a  lot  of  excuses  [among  IS  professionals]  about 
how  the  new  technologies  are  unstable  or  the  IS  organizations 
are  constantly  changing,  but  to  me,  project  management  is 
project  management.” 

Why  Projects  Fail 

IS  projects  are  often  doomed  from  the  start  because  develop¬ 
ers  fail  either  to  properly  assess  users’  needs  or  to  accurately 
define  the  project’s  scope — or  both.  The  Oregon  DMV  case  is 
a  prime  example  of  the  latter.  “All  the  [state’s  procurement  and 
development]  rules  were  followed,”  says  Peter  M.  Dolan,  pres¬ 
ident  of  PhDesigns  Group  Inc.,  an  independent  Ukiah,  Calif.- 
based  consultancy,  who  was  called  in  to  assess  the  project  in 
its  latter  stages.  “The  vendor  delivered  everything  it  said  it 
would,  when  it  said  it  would.”  The  problem  was  no  one  ever 
thought  to  have  the  vendor  actually  integrate  the  new  system. 
“There  was  no  requirement  for  there  to  be  a  tangible  result  [of 
the  project],”  Dolan  says,  “just  that  there  be  a  strict  process.” 

Jones,  who  currently  manages  EDS’s  engagement  at  engi¬ 
neering  giant  Bechtel  Group  Inc.  in  Houston,  tells  a  similar 


horror  story  from  his  past  experience:  Two  years  ago,  a  large 
engineering/construction  company  was  hired  by  six  nuclear 
power  plants  to  design  a  system  that  would  measure  radiation 
levels  in  employees  who  work  in  the  plants’  “hot”  areas.  Soon 
after  signing  a  lump-sum,  multimillion-dollar  contract,  the 
developer  ran  into  trouble.  No  detailed  scope  of  work  for  the 
project  existed — it  was  all  conceptual — and  there  was  no 

definition  of  “complete.”  The 
nuclear  plants  and  the  devel¬ 
oper  had  far  different  ideas 
about  when  and  how  this 
project  would  end.  Eventually, 
all  parties  ended  up  back  at 
the  bargaining  table  to  resolve 
these  differences,  and  in  the 
end,  no  one  was  happy,  Jones 
says.  “The  company  lost  $7 
million  to  $8  million  on  the 
project,  and  the  clients  didn’t 
get  everything  they  thought 
they’d  get,”  Jones  says.  “It  was 
lose-lose.” 

The  other  failure  factor  that 
goes  hand  in  hand  with  scope 
definition  is  scope  creep:  mid¬ 
course  project  changes  that 
often  lead  to  cost  and  time 
overruns.  In  traditional  con¬ 
struction  projects,  proposed 
revisions  are  subject  to  a  strict  review  and  approval  process — 
they  require  formal  change  orders.  Not  so  in  IS  projects,  where 
unchecked  changes  often  wreak  havoc  on  deadline  and  bud¬ 
gets.  “There  is  a  reluctance  to  tell  customers — especially  inter¬ 
nal  customers — that  they  can’t  change  their  minds  without 
paying  more,”  Jones  says.  “But  I’m  a  big  believer  in  internal 
contracts”  that  spell  out  a  formal  change  process. 

Other  common  causes  of  project  failure  include  loss  of  exec¬ 
utive  sponsorship  and  lack  of  people  with  appropriate  skills 
dedicated  to  the  project.  Blame  also  can  be  shouldered  by  exter¬ 
nal  consultants,  who  almost  ensure  project  failure,  says  The 
Standish  Group’s  Johnson.  “They’re  not  paid  on  the  success  of 
a  project,”  Johnson  says.  “They’re  paid  on  hours  billed.” 

Gopal  K.  Kapur,  president  of  the  San  Ramon,  Calif.-based 
Center  for  Project  Management  (CPM),  points  a  finger  at  IS 
management.  “CIOs  are  one  of  the  major  reasons  for  project 
failure,”  Kapur  says.  “Too  many  are  not  fluent  in  project  man¬ 
agement  practices  and  principles.  They  couldn’t  recognize 
them  if  their  lives  depended  on  it.”  As  a  result,  Kapur  says,  IS 
projects  commonly  fall  victim  to  what  he  calls  Management’s 
Seven  Deadly  Sins: 

■  Mistaking  half-baked  ideas  for  viable  projects 

■  Dictating  unrealistic  project  deadlines 

■  Assigning  underskilled  project  managers  to  high- 
complexity  projects 

■  Not  ensuring  solid  business  sponsorship 

■  Failing  to  break  projects  into  manageable  “chunks” 

■  Failing  to  institute  a  robust  project  process  architecture 

■  Not  establishing  a  comprehensive  project  portfolio  to 
track  progress  of  ongoing  projects 


Lost  along  the  Way 

10  signs  of  IS  project  failure 


1.  Project  managers  don't  understand  users'  needs 

2.  Scope  is  ill-defined 

3.  Project  changes  are  managed  poorly 

4.  Chosen  technology  changes 

5.  Business  needs  change 

6.  Deadlines  are  unrealistic 

7.  Users  are  resistant 

8.  Sponsorship  is  lost 

9.  Project  lacks  people  with  appropriate  skills 
10.  Best  practices  and  lessons  learned  are  ignored 
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Our  Customers  Ch 
To  Work  With  ’ l 


Ross  Holman,  CIO  of  PageNet,  relies  on  MKS  to  ensure 
corporate  Intranet  and  software  development  integrity. 


His  IT  professionals  use  MKS’s  award-winning  software 
configuration  management  (SCM)  technology  to  manage  team 
software  development.  With  MKS  as  a  business  partner, 
PageNet  builds  reliable  software  faster  and  better  than  ever 
before,  meeting  the  demanding  needs  of  more  than  ten  million  j 
pager  users.  And  to  manage  the  Intranet,  MKS  is  also  there  J 

for  PageNet  with  Web  Integrity.  j| 


MKS  products  and  services  manage  the  collaborative 
development  of  software  and  information.  Our  name  and 
our  software  are  critically  acclaimed,  and  endorsed 
by  industry  partners:  IBM,  Netscape, 
Microsoft,  Powersoft,  and  others. 


Mission-critical  software  drives  global  corporations 
like  PageNet.  And  MKS  brings  integrity  to  software  for 
client/server  and  the  Web.  Let  us  deliver 
integrity  for  your  IT  systems. 


To  learn  more  about  MKS, 
our  products  and  our  services,  point  your 
browser  at  http://www.mks.com  or 
call  us  at  1-800-265-2797. 
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Managing  Change  with  Integrity 

MKS  1*519-884-2251 
UK  +44  181  335  5920 
Germany  +49  711 16714  0 
France  +331  3082  2762 
Scandic  +45  3325  6555 
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“As  the  world's  largest  wireless  messaging  company,  it  is  imperative 
that  our  IT  operations  run  with  clockwork  precision.  The  software  running 
our  customer  billing,  pager  activation  and  finance  processes  is  mission 
critical.  To  ensure  our  software  development  integrity,  we  turned  to 
MKS’s  software  configuration  management  solution.  Now,  with  our 
development  house  in  order,  we’re  tackling  the  same  challenge  on 
the  Web,  and  again,  MKS  is  there  to  help. ” 


Ross  Holman  —  CIO  —  PageNet 
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In  general,  IS  departments  are  big  on  best  practices  and 
lessons  learned  but  not  when  it  comes  to  project  management, 
Kapur  says.  Rather  than  assess  what  went  wrong  with  failed 
projects,  IS  departments  are  simply  inclined  to  start  new  ones. 
“Projects  are  abandoned  like  puppies,”  he  says.  “Unfortunately, 
there  is  no  humane  society  to  treat  abandoned  projects.” 


One  company  that  learned 
from  project  failure  the  hard 
way  is  Galileo  International,  a 
provider  of  electronic  global 
distribution  services  for  the 
travel  industry.  Galileo,  which  recently  went  public  with  a  $900 
million  offering,  provides  travel  agencies  at  approximately 
36,000  offices  worldwide  with  the  ability  to  access  schedule 
and  fare  information,  book  reservations  and  issue  tickets  for 
525  airlines.  Galileo  also  provides  subscribers  with  informa¬ 
tion  and  booking  capabilities  covering  48  car  rental  compa¬ 
nies  and  over  200  major  hotel  chains  worldwide.  In  1995, 
Galileo’s  Denver-based  operations  unit  began  work  on  project 
Agile,  which  proved  to  be  anything  but.  Budgeted  at  $400,000 
and  scheduled  to  be  completed  in  just  a  matter  of  months,  Agile 
was  a  software  management  project  designed  to  help  Galileo 
programmers  manage  code  smoothly  between  two  indepen¬ 
dent  transaction  processing  systems  (TPS),  one  in  Denver  and 
another  in  London.  The  goal  was  to  save  training  time  and 
operating  costs  by  consolidating  the  systems  in  a  bigger,  quick¬ 
er  application  based  on  London’s  TPS.  Senior  management’s 
patience  wore  thin  as  months  ticked  by  without  results. 
Meanwhile,  the  project  team  continued  to  report,  “We’re  very, 
very  close.” 

Finally,  Joan  Hannan,  a  senior  manager  in  Galileo’s 
GlobalFares  Development  organization,  was  brought  in  last  year 
to  rescue  what  appeared  to  be  a  failing  project.  “Joan  was  picked 
primarily  because  she  was  a  project  manager  in  one  of  the 
larger  applications  areas,  and  she  had  good  experience  in  the 
company,”  says  Jim  Lubinski, 

Galileo’s  senior  vice  president 
of  information  services  and 
operations.  “She  also  was  con¬ 
sidered  to  be  one  of  our  tough¬ 
est  people  when  it  came  to 
managing  projects.” 

Hannan’s  diagnosis  con¬ 
firmed  management’s  fears: 

Agile  had  no  definition  of 
scope  and  no  clear  deliver¬ 
ables,  and  the  developers 
demonstrated  no  customer  focus.  “The  technicians  were  pure 
technicians,”  Hannan  says.  “They  had  written  some  really 
great  code,  but  the  customer  focus  wasn’t  there.  Every  time 
they  gave  the  [prototype]  system  to  the  user  groups,  it  wouldn’t 
work.” 

In  an  attempt  to  salvage  the  project,  Hannan  went  back  to 
the  basics.  She  handpicked  a  new  development  team  with  busi¬ 
ness,  people  and  technical  skills.  Then  the  group  started  at 
square  one,  identifying  users,  setting  system  requirements  and 
evaluating  what  had  been  built  versus  what  was  needed. 
Finally,  after  seven  months,  Hannan’s  team  recommended  that 


Galileo  scrap  Agile  and  simply  retool  the  Denver  system  as  a 
company  standard.  Given  the  green  light,  Hannan’s  group  had 
the  expanded  Denver  system  up  and  running  in  six  weeks. 

On  paper,  Galileo  spent  hundreds  of  thousands  of  dollars 
and  untallied  staff  hours  on  a  doomed  project,  but  Agile  wasn’t 
a  total  loss,  Hannan  says.  Galileo  eventually  did  achieve  the 
efficiencies  it  projected  from  system  consolidation,  and  it  also 
gained  basic  project  management  skills  such  as  scope  defini¬ 
tion  and  continuous  deadline/budget  review.  Those  skills  were 
previously  applied  in  different  ways  by  different  groups 
throughout  the  enterprise  and  are  now  recognized  as  essential 
and  applied  uniformly  with  every  project.  “We  spent  a  lot  of 
time  and  money  we  won’t  ever  get  back,  but  ultimately  we  did 
make  the  right  decision,”  Hannan  says.  “And  we  learned  a 
great  deal.” 

Often  it  is  possible  to  turn 
around  a  failing  project,  but 
one  must  first  recognize  the 
symptoms  of  impending  fail¬ 
ure.  The  most  frequently  over¬ 
looked  warning  sign  is  missed  deliverables:  deadlines,  budgets 
and  just  plain  results.  No  matter  the  length  of  a  project,  it’s 
imperative  to  have  a  series  of  agreed-upon  milestones  along 
the  way  to  track  and  demonstrate  progress.  But  once  your 
project  begins  failing  to  meet  those  milestones,  pay  heed.  As 
Hannan  says,  “I’m  not  a  big  believer  that  if  you  miss  your  first 
five  milestones,  you’re  going  to  meet  the  next  five.” 

Similarly,  says  CPM’s  Kapur,  keep  an  eye  on  unresolved 
issues  that  develop  regarding  the  project.  “If  the  number  of 
issues  is  equal  to  or  exceeds  the  number  of  deliverables,  then 
your  project  is  in  trouble,”  Kapur  says. 

Miscommunication  is  another  key  warning  sign.  “There  is 
no  such  thing  as  too  much  communication,”  says  Andrew 
Duncan,  Atlanta-based  senior  manager  for  Coopers  & 
Lybrand’s  Solutions  Through  Technology  practice.  Key  signs 

of  communication  trouble 
are  when  project  team  mem¬ 
bers  say  one  thing  about  the 
project  to  team  members  and 
something  different  to  people 
outside  the  team  and  when 
business  users  are  unable  to 
articulate  the  project’s  goals. 
“Communication  gets  even 
worse  with  international 
projects,  where  you  have  to 
deal  with  cultural  issues,” 
Duncan  says.  “You  can  be  in  Italy  explaining  a  project  to  a 
group  of  Italian  business  partners,  and  they  might  be  sitting 
there  nodding  their  heads,  but  you’d  better  not  interpret  that 
to  mean  they’re  agreeing  with  your  outline  of  the  project.  They 
might  just  be  saying,  ‘Yes,  we  understand  what  you’re  saying 
in  English.’” 

Once  the  warning  signs  have  appeared,  project  teams  must 
regroup  and  perform  what  project  management  author  and 
guru  Edward  Yourdon  calls  “triage,”  where  one  reads  the  proj¬ 
ect’s  vital  signs — time  line,  budget,  deliverables — and  assesses 
which  areas  need  priority  treatment  (see  “Are  You  Part  of  the 


Warning!  Warning! 

How  to  spot  impending  doom 


■  Benchmark  goals  aren't  met 

■  Unresolved, issues  outnumber  deliverables 

■  Communication  breaks  down  within  project  team 
and  with  customers 

■  Project  costs  escalate 
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Beyond  1999™* 

Beyond  1999™  for  COBOL  and 
PL/I  will  scan  a  million  lines  of 
code  in  5  minutes,  and  completely 
renovate  it  in  15  days.  But  don ’t 
believe  it,  until  you  see  it.  Call  for  a 
FREE  blind  demonstration 
of  the  complete  renovation 
process... ON  YOUR  CODE. 
* Estimated  Accuracy  & 
Completeness:  99.5% 


CCD 

ONLINE 


CCD  Online  Systems,  Inc. 


http://www.ccdonline.com  Breaking  All  the  Rules. 
email:  ccdonlin@ix.netcom.com 


Tel:  (626)  821-0188 
Fax:  (626)  821-8648 

All  performance  information  is  estimated,  based  on  user  reports. 
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PROJECT  PITFALLS 


Are  You  Part  of  the 
Death  March? 

"Mission  Impossible"  projects  don't 
necessarily  mean  you're  doomed 


YOU  NEED  12  MONTHS  to  complete  your  software 
development  project,  but  you’ve  only  got  six.  There 
should  be  20  people  assigned  to  a  project  of  this  scope; 
you’ve  got  10.  You’re  hogtied  by  a  fixed-price  budget,  but 
realistically  you  could  spend  twice  that  amount — especially 
since  the  users  keep  piling  on  new  requirements. 

You’ve  just  entered  the  Death  March  Zone.  But  that 
doesn’t  mean  you’re  doomed. 

Death  march  is  what  project  management  author  and 
guru  Edward  Yourdon  calls  “mission  impossible”  projects, 
and  it’s  also  the  title  of  his  new  book  (Prentice  Hall  PTR, 
1997  ),  which  defines  the  problem  project  as  “one  for 
which  an  unbiased,  objective  risk  assessment... determines 
that  the  likelihood  of  failure  is  greater  than  50  percent.” 

Typically,  death  march  projects  require  from  project 
managers  a  lot  of  long  hours,  hard  work  and  a  flair  for  risk¬ 
taking.  When  they  fail,  they  can  fail  miserably,  but  when 
they  succeed,  they  can  pay  off  big  for  businesses  and  project 
teams  alike.  “The  death  march  is  not  really  a  bad  thing,” 
says  Yourdon,  who  also  publishes  American  Programmer 
Magazine.  “In  fact,  a  lot  of  folks  say  this  is  one  of  the  most 
glorious  things  you  can  get  involved  in — like  climbing 
Mount  Everest  or  finding  the  pot  of  gold  at  the  end  of  the 
rainbow.  But  everybody  knows  it’s  risky  going  in.” 

Some  organizations — Silicon  Valley  startups  and  Big  Six 
accounting  firms  among  them — thrive  on  this  approach  to 
project  management,  Yourdon  points  out.  The  style  keeps 
the  groups  lean,  flexible  and  open  to  new  business  needs 
and  technologies.  But  to  survive  in  this  culture,  he  adds,  one 
must  recognize  and  embrace  the  lifestyle.  “The  CIO  needs 
to  decide  whether  death  march  is  the  way  he  wants  to  run 
things,”  Yourdon  says.  “Is  this  something  that  happens 
accidentally  or  deliberately?  If  the  latter,  then  the  CIO  needs 
to  train  project  managers  to  deal  with  [the  approach] 
proactively.” 

Specifically,  this  strategy  must  be  articulated  upfront,  and 
its  success  requires  talented  people,  cohesive  teams,  decent 
working  conditions  and  incentive  rewards  for  project  com¬ 
pletion. 

“Ultimately,  this  is  a  personal  choice,  based  on  personal 
values,”  Yourdon  writes  in  his  introduction  to  the  book. 
“Though  I  believe  that  I’m  much  less  naive  than  I  was  30 
years  ago,  I’m  still  attracted  by  entrepreneurial  opportuni¬ 
ties.  Show  me  a  sufficiently  exciting  risk/reward  formula, 
and  I’ll  sign  up  for  yet  another  death  march.” 

-T.  Field 
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Death  March?”  this  page).  After  this  diagnosis,  create  an 
action  plan  that  includes  a  detailed  to-do  list  and  an 
updated  time  line.  “Then  if  you  see  the  time  line  slipping 
again,”  Duncan  says,  “the  project  may  not  be  as  suc¬ 
cessful  as  you  thought.” 


Frank  P.  Saladis,  project 
manager  with  AT&T 
Corp.’s  Information 
Technology  Services 
group  in  New  York, 
recently  oversaw  a  successful  project  turnaround.  The 
project:  to  divide  and  share  the  voice  and  data  network 
equipment  when  Lucent  Technologies  Inc.  split  from 
AT&T  in  1996.  The  problem:  the  sheer  size  of  the  proj¬ 
ect’s  30-member  core  team.  “Before  we  could  do  any¬ 
thing,  we  needed  29  people  to  agree,”  Saladis  says. 
Consequently,  team  members  spent  so  much  time  com¬ 
municating  among  themselves  that  the  workers  in  the 
field — the  ones  actually  splitting  the  networks  and  equip¬ 
ment — felt  ignored.  “We  were  telling  people  what  their 
plans  were  without  ever  asking  them  for  their  input,” 
Saladis  says.  “There  was  a  lot  of  demoralization — 
‘You’re  telling  me  what  to  do  but  not  giving  me  what  I 
need  to  know.’” 

Although  "failed  project" 
doesn't  look  good  on 
anyone's  resume,  it  isn't 
necessarily  a  career-killer. 

To  solve  the  problem,  Saladis  went  directly  to  the  proj¬ 
ect  personnel,  painted  the  big  picture  for  them  and  opened 
the  lines  for  constant  communication.  Then  he  dissolved 
the  30-member  core  team  and  replaced  it  with  a  smaller, 
more  manageable  group.  “We  cut  out  all  the  layers 
[inhibiting  communication],  and  we  managed  to  turn 
things  around,”  Saladis  says.  The  project  was  subse¬ 
quently  completed  without  a  significant  hitch. 

Pulling  the  Plug 

Sometimes  it  doesn’t  matter  whether  you  can  read  that 
sign  up  ahead;  project  failure  is  unavoidable.  To  prepare 
for  these  circumstances,  Kapur  advises  project  managers 
to  consider  this  question  upfront:  “Under  what  conditions 
would  I  be  willing  to  shut  down  this  project?”  Typically, 
the  answer  is  “when  projected  costs  far  exceed  expected 
business  benefits”  or  “when  critical  deadlines  continue  to 
be  missed.”  But  often  project  leaders  don’t  consider  this 
issue  until  failure  is  already  staring  them  in  the  face.  Then 
it  can  be  too  late  to  save  their  project  and  their  job. 

At  AT&T,  project  managers  use  a  Project  Evaluation 
Review  Process  (PERP)  to  monitor  ongoing  projects  and 
help  decide  when  to  pull  the  plug.  “A  lot  of  times  a  proj- 
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^  With  NCD,  their  network’s  in  a  great  state. ^ 


THE  CALIFORNIA  HOUSING  FINANCE  AGENCY  IS  THE 
FIRST  STATE  AGENCY  OF  ITS  KIND  IN  THE  NATION  TO 
USE  THIN  CLIENTS.  THEIR  CHOICE  IS  NCD. 


Two  years  ago,  the  Agency  was  left  with  a  mini-computer  network  by  a  company  that  had  gone  out 
of  business  and  dumb  terminals  that  needed  replacement.  They  also  had  tons  of  legacy  software  and 
productivity  apps  on  the  mini.  The  database  was  ported  to  UNIX,  so  the  path  was  clear  -  they  wanted 
an  X  Windows  environment  working  on  a  server  with  mouse-driven  software. 

“With  NCD s  network  computers,  were  able  to  run  legacy  apps,  provide  Windows  apps  running 
on  NT,  and  allow  end  users  to  get  to  any  platform  and  any  environment  they  need  easily  and  with 
a  familiar  look  and  feel”  says  Don  Maio,  CIO  for  the  Agency.  “End  users  seem  to  love  it.” 

“In  the  beginning,  cost  per  desktop  was  about  the  same  as  a  PC,  but  in  the  past  two  years  we’ve 
spent  exactly  zero  on  upgrades  at  the  desktop  level.  And  support  costs  -  no  comparison.”  With 
nearly  200  thin  client  devices  in  place,  they  have  one  system  administrator  and  no  dedicated  help 
desk.  The  eleven  people  in  Don’s  division  simply  field  a  low  volume  of  calls  as  they  come  in. 

“That  says  something,”  added  Maio. 

What’s  next  for  this  forward  thinking  State  Agency.  “With  the  help  of  NCD,  we’re  delivering 
internet  web  browsing  to  every  desktop.  An  agency-wide  intranet  will  be  in  place  soon  after. 

End  users  can’t  wait.” 

NCD  is  a  leader  in  thin  client  computing  and  has  installed  more  than  400,000  devices  worldwide. 
We’re  proud  to  provide  solutions  for  customers  such  as  the  California  State  Housing  Finance  Agency. 

What  can  we  do  for  you? 

©  1997  Network  Computing  Devices,  Inc.  All  rights  reserved.  All  trademarks  mentioned  are  the  sole  property  of  their  respective  holders. 


Give  NCD  a  snapshot 
of  your  network 
environment  today  and 
let  us  show  you  how  our 
thin  clients  can  work  for 
your  enterprise.  To  submit  your 
information,  visit  www.ncd.com/success.html 
or  call  1-800-8664080  ext.  7465. 


NCD 


Network  Computing  Devices 


ect  moves  along  well,  but  then  there’s  a  breakthrough  in  tech¬ 
nology,  and  you  have  to  re-evaluate  whether  this  is  the  best  proj¬ 
ect  to  do,”  Saladis  says.  With  PERP,  Saladis  explains,  the  oper¬ 
ative  question  is,  “How  do  the  projects  benefit  the  business?” 
It  is  applied  three  ways:  creating  new  value  for  the  customers, 
the  business  and  the  employees.  Once  subjected  to  PERP,  a  proj¬ 
ect  is  labeled  “go,”  “on  hold”  or  “eliminated.” 

Joe  Thompson,  newly  appointed  CIO  of  the  federal  gov¬ 
ernment’s  General  Services  Administration,  might  be  the  king 
of  project  plug-pullers.  Last  year  alone,  his  previous  office 
reviewed  $25  billion  worth  of  IT  projects  and  ultimately  called 
a  halt  to  10  major  projects 
worth  a  total  of  $7.3  billion. 

The  common  theme  among 
these  failures,  which  includ¬ 
ed  some  high-profile  efforts 
at  the  FAA  and  IRS,  was 
“off-schedule  and  overbud¬ 
get,”  Thompson  says.  And 
although  he  reviews  these 
projects  at  the  highest 
level — after  they’ve  been 
approved  and  funded  by 
agency  heads,  the  Office  of 
Management  and  Budget  and  Congress  itself — Thompson 
asks  very  basic  questions  that  often  uncover  fundamental  fail¬ 
ings.  “Do  you  have  a  plan?”  he  asks.  Most  of  the  failed  proj¬ 
ects  did  not.  “Are  the  projects  linked  to  the  business?  Do  you 
have  a  schedule?  Are  there  metrics  in  place  to  review  the  proj¬ 
ects?”  he  asks.  Again,  most  of  the  failed  projects  fell  short.  In 
many  instances,  he  says,  the  host  agencies’  executive  leaders 


weren’t  even  reviewing  project  status,  and  if  they  were,  they 
were  looking  more  at  process  than  results.  “The  project  man¬ 
agement  skills  in  the  public  sector  are  about  the  same  as  in  the 
private  sector,”  Thompson  says.  “They’re  not  good.” 

If  at  First  You  Don't  Succeed... 

Although  “failed  project”  doesn’t  look  good  on  anyone’s 
resume,  it  isn’t  necessarily  a  career-killer — especially  if  one  reads 
the  tea  leaves  and  warns  senior  managers  before  the  failure 
occurs.  “Circumstances  occur,”  says  AT&T’s  Saladis.  “If  you 
can’t  prevent  failure,  you’d  better  be  telling  people  about  it. 

Management  doesn’t  want 
to  be  blindsided.” 

In  the  case  of  the  Oregon 
DMV,  where  officials  essen¬ 
tially  ran  from  the  truth  until 
the  project  failure  was 
inevitable  and  messy,  jobs 
were  lost — and  deservedly  so, 
given  that  project’s  end-to- 
end  mismanagement.  But  at 
Galileo,  where  Hannan  ulti¬ 
mately  failed  to  salvage  proj¬ 
ect  Agile,  her  boss  came  away 
impressed  with  Hannan’s  hard  work  and  honest  answers  when 
it  came  time  to  pull  the  plug.  “I  don’t  have  any  problem  with  let¬ 
ting  people  go  down  the  wrong  path,”  Lubinski  says.  “Better  to 
make  a  decision,  be  wrong  and  then  fix  the  situation  than  to 
make  no  decision  at  all  and  let  the  world  pass  you  by.”  BI3 


Senior  Writer  Tom  Field  can  be  reached  at  tfield@cio.com. 


Let's  Call  the  Whole  Thing  0  ff 

When  to  call  it  quits 


■  When  costs  exceed  business  benefits 

■  When  deadlines  continue  to  be  missed 

■  When  technology  and/or  business  needs 
evolve  beyond  project's  scope 
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SPSS  charts 
reveal  more 
about  your  data 
than  standard 
charts 


Easily  put 
“live”  pivot 
tables  into 
your  reports, 
presentations, 
e-mails  or 
web  site 


methoi 


Better, 

faster, 
smarter 
data  mining 

Now  you  can  get  the  answers  you  need 


Average  companies  just  use  averages.  Our  customers 
work  better,  faster  and  smarter  with  a  complete  data 
mining  solution. 

Better  because  SPSS’  products  and  services  include 
all  you  need  to  discover  new  relationships  in  your 
data.  Faster  because  people  throughout  the  organiza¬ 
tion  get  started  quickly  and  easily.  And  smarter 
because  SPSS’  products  balance  analytical  power 
and  ease  of  use  so  people  can  help  themselves  to 
higher  quality  information. 

With  SPSS,  it’s  easy  to  get  the  information  you  need 
to  make  decisions  based  on  facts,  not  hunches. 

You  get  the  analytical  horsepower  you  need  to 
increase  revenues,  improve  operating  efficiency 
and  increase  customer  satisfaction.  A  variety  of  tech¬ 
niques,  from  traditional  statistics  through  discovery 
methods  such  as  CHAID  and  neural  networks,  help 
you  uncover  patterns  and  trends  hidden  in  your  data. 

Work  with  a  complete  data  mining  solution 

Different  people  have  different  needs,  so  SPSS  offers 
a  wide  range  of  easy-to-use  products  for  all  levels 


of  analytical  know-how.  Power  users  and  programmers 
can  even  automate  their  work  and  embed  all  or  part 
of  SPSS  into  new  or  existing  applications. 

People  use  SPSS  right  out  of  the  box  to  make 
analysis  and  reporting  easy  -  from  accessing  data 
via  friendly  wizards  to  providing  tutorials  and 
“just-in-time”  online  training  for  people  whose 
statistics  are  a  bit  rusty. 

SPSS’  unique  pivot  tables  help  you  create  a  series 
of  reports  -  revenue  by  product,  region  and  store, 
for  example  -  in  a  few  mouse  clicks.  Get  new  views 
of  information  and  reveal  critical  details  by  swapping 
rows,  columns  and  layers.  Share  your  results  with 
customers  and  colleagues  by  sending  reports  with 
“live”  pivot  tables  via  e-mail,  the  WWW  or  intranets. 

You  get  training,  consulting  and  technical  support 
from  a  worldwide  leader  who  has  helped  organiza¬ 
tions  use  data  to  work  smarter  for  nearly  30  years. 

Data  mining  promises  you  can  use  your  data  for  better 
decisions.  SPSS  customers  get  more  than  promises, 
they  get  the  answers  they  need. 


“SPSS  has 
a  strong  suite 
of  statistical 
algorithms 
and  a  neural 
network  tool 
popular  with 
advanced 
data  analysts 
and  business 
analysts.  ” 

-  Meta  Group 
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Get  a  free  white  paper  on  how  to  evaluate  data  mining  software 
Call  1  (800)  525-6870.  Or,  visit  us  at  http://www.spss.com/datamine 


IN  THIS  SECTION 


THE  STATE  OF  THE  ART, 
NEW  PRODUCTS 
AND  STAYING  AHEAD 
OF  THE  CURVE 

Edited  by  Elaine  M.  Cummings 


Dick  Kearney  is  running  out  of  time.  As 
partner  in  charge  of  the  global  year  2000  prac¬ 
tice  at  KPMG  Peat  Marwick  LLP  in  Boston, 
Kearney  knows  that  he  and  his  customers  have, 
at  most,  two  more  years  to  handle  a  daunting 
challenge:  ensuring  that  every  one  of  the  company’s  com¬ 
puters  will  be  able  to  cope  with  dates  in  the  year  2000 
and  beyond.  Project  by  project,  his  teams  must  look  at  a 
diverse  range  of  systems,  including  office  desktops,  glass¬ 
house  mainframes  and  factory  floors.  “[Year  2000  pro¬ 
jects]  tend  to  be  the  biggest  single  project  management 
problems  our  customers  have  ever  had,”  Kearney  says. 
“What’s  complex  is  the  vastness  of  the  problem.  The 
actual  coding  work  is  probably  the  easiest  part  of  the 
whole  thing,”  he  adds. 

Keeping  track  of  the  scores  of  people  and  myriad  tasks 
involved  in  a  project  this  big  requires  both  experience 
and  a  variety  of  tools.  Project  modeling  and  management 
software  from  companies  such  as  Microsoft  Corp.  and 
Primavera  Systems  Inc.  helps  Kearney  track  tasks  and 
schedules,  and  a  proprietary  package  facilitates  com¬ 
munication  among  team  members.  Just  as  a  carpenter 
uses  various  saws  for  different  types  of  cutting,  Kearney 
uses  multiple  tools  to  handle  the  many  aspects  of  proj¬ 
ect  management. 

Knowing  which  tools  to  use,  out  of  a  dizzying  array 
of  possibilities,  is  part  of  the  project 
management  experience  Kearney 
brings  to  the  process.  He  points  out, 
as  good  as  tools  are,  every  project 
still  requires  a  seasoned  and  knowl¬ 
edgeable  project  manager.  “If  all 
you  had  to  do  to  be  a  good  project 
manager  was  to  file  reports — never 
understand  the  issues,  never  man¬ 
age  people — then  having  tools  like 
these  would  make  everyone  a  great 
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project  manager,”  Kearney  explains. 

Ernie  Schoenfeld,  senior  consultant  at  Deloitte  & 
Touche  Consulting  Group’s  Solutions  Center  of  the 
Americas  in  Minneapolis,  agrees.  “I  don’t  think  we’re  at 
the  point  where  somebody  could  come  in  with  no  proj¬ 
ect  management  knowledge  and  use  the  tools,  but  the 
tools  give  people  a  head  start,”  he  says. 

Three  Approaches  to  Managing  Projects 

Project  managers  can  get  a  head  start  from  any  of  three 
categories  of  software.  The  first,  most  basic,  is  schedul¬ 
ing  software  such  as  Gantt  and  PERT  charts,  which  help 
managers  create  schedules  and  determine  how  to  allo¬ 
cate  time  and  resources. 

A  second  type  is  the  collaboration  tool  that  facilitates 
communication  between  team  members.  Collaboration 
tools  evolved  from  groupware,  in  which  central  stores 
of  information  and  ready  electronic  access  to  those  stores 
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Because  the  internet  depends 
on  the  concept  of  the  free  flow 
of  information,  vendors  of 
intellectual  property  have  resisted 
putting  their  most  valuable  data 


INTELLECTUAL  PROPERTY 


online  for  anyone  to  access  at  will. 
In  theory,  vendors  distributing  intel¬ 
lectual  property  over  the  Internet 
can  choose  from  any  of  several  dif¬ 
ferent  degrees  of  control.  Material 
used  as  advertising  for  a  company 
or  product  line  might  be  distributed 
freely,  to  the  point  of  encouraging 
copying.  In  other  cases,  vendors 
might  prefer  to  impose  very  tight 
restrictions  in  distribution,  perhaps 
using  some  form  of  copy  protection. 
Still  other  situations  might  fall 
somewhere  in  between:  An  enter¬ 
tainment  company,  for  example, 
might  want  to  encourage  family- 
oriented  Web  sites  to  use  its  graph¬ 
ics  or  animation  but  not  want  the 
same  content  to  show  up  on  adult 
entertainment  sites. 

It  would  be  convenient  if  a  com¬ 
pany  could  assign  different  degrees 
of  distribution  control  to  different 
products  quickly  and  flexibly.  Until 
recently,  that  has  been  difficult. 
However,  Newton,  Mass. -based 
Parable  Inc.  has  included  this  fea¬ 
ture  as  part  of  a  new  multimedia 
authoring  program  called  Thing- 
Maker.  Multimedia  authoring  tools 
help  Web  site  builders  insert  various 
multimedia  objects  and  allow  Web 
producers  to  insert  different  kinds 
of  objects — sound  files,  graphics 
and  text — into  files.  Parable  calls 
these  objects  “things.”  ThingMaker 
can  support  a  rigid  or  open  distri¬ 
bution  plan,  leaving  the  producer 
in  control  of  the  accessibility  of 
information. 

Creators  can  also  force  down¬ 
loaded  objects  to  be  stored  in 
encrypted  form,  making  it  difficult 


(although  not  impossible)  for  users 
to  channel  them  into  other  pages  or 
modify  them  without  permission. 

That  capability  may  lead  to  a 
wide  range  of  online  object  business 
models,  including  pay-per-object, 
subscription  access  and  objects  act¬ 
ing  as  mobile  ads  that  wander  freely 
on  the  Internet.  For  instance, 
Boston-based  multimedia  company 
Planet  Interactive  Inc.  is  planning  to 
use  Parable’s  tools  to  embed  ads  for 
itself  in  a  series  of  objects.  Using 
Parable’s  “mouse  over  text” — 
objects  are  highlighted  as  a  mouse 


passes  over  them — Planet 
Interactive  plans  to  call  attention  to 
objects  on  its  site.  The  notion  is  that 
when  the  objects  are  downloaded 
by  Web  site  authors,  the  authors 
may  be  impressed  enough  by  the 
object  to  take  a  look  at  the  names  of 
its  creators.  What’s  more,  these 
“things”  might  circulate  through 
the  Internet  forever,  perhaps  even 
outliving  the  companies  they  were 
promoting  and  gradually  inspiring  a 
historical,  nostalgic  interest,  such  as 
baseball  cards  have. 

-Fred  Hapgood 


facilitate  teams  that  span  continents, 
oceans  and  time  zones. 

Finally,  there  are  the  tools  that  take  a 
larger  view,  typically  that  of  upper  man¬ 
agement,  by  focusing  on  a  project’s  risk 
and  success  factors.  For  those  charged 
with  deciding  the  fate  of  project  pro¬ 
posals  or  determining,  in  the  broadest 
terms,  whether  projects  have  a  reason¬ 
able  chance  for  success,  these  tools  can 
provide  vital  ways  of  understanding  and 
using  the  information  generated  by  the 
other  tool  types.  In  fact,  these  three  basic 
types  of  tools  (and  others)  are  often  used 
together,  each  dedicated  to  the  kind  of 
task  it  handles  best. 

The  first  thing  most  people  think  of 
when  they  think  of  project  management 
is  scheduling.  It’s  the  project  manager’s 
job  to  meet  schedules  and  bud¬ 
gets  by  making  sure  people  and 
resources  are  where  they  need  to 
be,  when  they  need  to  be.  So  it’s 
not  surprising  that  scheduling 
software  saw  a  42  percent  com¬ 
pounded  annual  growth  rate 
between  1990  and  1995, 
according  to  Jennifer  Cioffi, 
group  product  manager  for 
Microsoft  Project  at  Microsoft 
Corp.  in  Redmond,  Wash.  The 
bulk  of  the  growth  came  from 
individuals  and  companies 
interested  in  personal  project 
management,  in  which  one  per¬ 
son  is  charged  with  managing 
forecasts,  communication  and 
other  facets  of  the  project. 
“Eighty  percent  of  our  users  say 
that  they’re  the  only  person  to 
edit  a  project  plan,”  says  Cioffi. 

But  today  the  emphasis  has  switched 
from  personal  project  management  to 
organizationwide  planning.  Facilitating 
coordination  among  project  managers, 
managing  goals  across  departments  and 
sharing  resources  across  projects  are  all 
important  new  priorities  for  managers. 
In  the  1980s,  the  push  for  efficiency  led 
to  a  purge  of  many  support  people.  Now, 
a  push  for  growth  has  led  to  managers’ 
demanding  a  tool  that  not  only  models 
project  schedules  but  also  performs  cru¬ 
cial  support  functions. 

Collaboration  has  become  more 
important  as  project  management  has 
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moved  away  from  the  realm  of  the  specialist  into  the  everyday 
domain  of  managers.  “Projects  are  moving  out  of  the  corners 
of  the  organization,  and  people  are  finding  that  the  softer  ele¬ 
ments,  the  management  issues,  need  help  getting  resolved,” 
says  Richard  Rebh,  vice  president  of  mar¬ 
keting  for  WebFlow  Corp.,  the  Santa 
Clara,  Calif.,  publisher  of  WebProject  and 
other  project  management  tools  based  on 
a  Web  browser  interface.  It  is  precisely 
those  “softer  elements”  of  communica¬ 
tion,  coordination,  consensus  building 
and  group  decision  making  that  lend 
themselves  to  solutions  grounded  in 
groupware.  Software  solutions  compa¬ 
nies  are  using  packages  such  as  Web- 
Project  and  Lotus  Development  Corp.’s  Lotus  Notes  to  man¬ 
age  project  teams.  When  it  was  released  in  the  early  1990s, 
Lotus  Notes  defined  the  term  “groupware.”  Once  in  place, 
Notes  tends  to  become  a  platform  for  developing  diverse  appli¬ 
cations.  Deloitte  &  Touche  Consulting,  for  example,  has  built 
Electronic  Project  Notebook,  a  proprietary  project  manage¬ 
ment  system,  on  a  Notes  platform.  “We  get  involved  in  a  lot  of 
complex  projects  with  multiple  locations  and  disciplines,  espe- 


"As  projects  move 
out  of  the  corners  of  the 
organization,  softer 
elements  need  resolution/' 

-Richard  Rebh 


dally  as  we  deal  with  more  global  customers,”  says  Schoenfeld. 
He  explains  that  the  system  promotes  a  “virtual  enterprise” 
concept,  enabling  all  team  members  to  work  together  on  indi¬ 
vidual  projects,  regardless  of  their  locations  or  schedules.  Its 

ability  to  bring  teams  together  is  a  large 
part  of  why  companies  turn  to  Notes, 
according  to  Judith  Tracy,  senior  man¬ 
ager  for  manufacturing  solutions  at  Lotus 
in  Cambridge,  Mass.  “Notes  takes  the 
disciplines  from  within  and  without  the 
company  and  gives  the  team  a  place  to  go 
to  seek  the  information  they  need  and 
then  contribute  to  the  project,”  she  says. 
And  not  only  the  project  team  benefits: 

“Management  finds  Notes  a  good  tool 
for  looking  at  status  and  information  without  having  to  round 
up  all  the  people  involved  on  a  project,”  says  Tracy. 


Go  with  the  Flow 

The  goal  of  bringing  teams  together  without  resorting  to  face- 
to-face  meetings  isn’t  reserved  solely  to  those  organizations 
using  Notes.  Fred  K.  Wade  says  he  began  looking  for  a  col¬ 
laboration  tool  shortly  after  becoming  vice  president  and  CTO 
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of  TNT  Logistics  USA  in  Linthicum,  Md.  “When  I  came  on 
board,  teams  were  being  sent  around  the  company  to  talk 
about  documents — project  plans,  requirement  studies,  sys¬ 
tems  projects,”  he  says.  But  “collaboration  by  travel”  inflated 
project  costs  and  lengthened  schedules.  Wade  wanted  a  tool 
based  on  a  Web-browser  interface  that 
could  replace  airline  tickets  as  a  primary 
collaboration  mechanism;  his  greatest 
concern  wasn’t  meeting  schedules  but  cre¬ 
ating  schedules — pulling  together  all  the 
considerations  needed  to  determine 
resource  and  task  commitments.  Wade 
chose  WebFlow  tools  because  they  can 
convert  documents  from  many  different 
sources  into  HTML  documents  that  can 
then  be  edited,  revised  and  reviewed 
through  any  of  several  common  Web  browsers.  Each  change 
is  saved  in  a  history  file,  making  it  easy  to  review  comments  and 
changes  and  see  why  the  final  product  looks  the  way  it  does. 

What  You  Don't  Know 

Scheduling  and  communication  are  important  requirements 
for  project  management,  but  other  factors  are  equally  crucial, 


"Once  tools  go  on  the 
Net,  everyone  can 
participate  in  project 
management." 

-Jerry  Michalski 


according  to  Bob  Cawly,  president  and  CEO  of  Sentry 
Technology  Group  Inc.  in  Westborough,  Mass.  For  example, 
understanding  a  project’s  risks  helps  managers  determine 
whether  they  should  proceed  and  if  they  have  allocated  suffi¬ 
cient  resources  to  it.  Cawly  points  to  software  from  The 
NorthPoint  Group  of  Framingham,  Mass., 
as  an  example  of  a  package  that  helps  man¬ 
agers  view  projects  from  this  perspective. 
“[NorthPoint]  is  able  to  identify  the  risks 
and  show  how  to  manage  and  control 
them,”  says  Cawly.  “They  put  a  framework 
together  that  lets  people  have  a  common 
frame  of  reference  and  then  get  back  to  a 
common  measurement.  Other  software 
doesn’t  help  you  look  at  the  risks.  Others  are 
task-and  schedule-oriented,  but  they  don’t 
help  you  understand  the  risks  or  manage  them,”  he  adds. 

Using  NorthPoint  software,  managers  enter  information 
on  a  variety  of  topics,  then  plot  critical  success  and  risk  fac¬ 
tors.  The  resulting  output  shows  risk  as  curves  through  the  life 
cycle  of  a  project,  rising  and  falling  according  to  the  risk  fac¬ 
tor  and  the  project  phase.  That  approach  makes  most  man¬ 
agers  look  at  different  factors  from  what  they  traditionally 
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deal  with,  says  David  Chapman,  NorthPoint’s  pres¬ 
ident  and  CEO.  “Most  of  the  success  activity 
requirements  aren’t  even  in  the  project  plan,”  he 
says.  “Of  the  last  few  projects  we’ve  done,  more 
than  60  percent  of  the  factors  required  to  make  the 
project  successful  weren’t  in  the  project  plan  or  the 
work  breakdown  structure.”  By  targeting  the 
knowledge,  experience  and  performance  of  team 
members  and  ensuring  that  the  proper  resources 
are  deployed,  NorthPoint  software  helps  make  the 
traditional  approach  to  project  management  more 
effective. 

Project  management  tools  have  continued  to  add 
functions  and  win  acceptance,  and  some  observers 
say  the  most  important  development  is  now  upon 
us.  “The  ‘Webification’  of  software  is  the  monster 
trend  in  the  computer  industry,”  says  Jerry 
Michalski,  managing  editor  of  “Release  1.0,”  a 
newsletter  on  computer  industry  technology  trends. 
Two  features  of  Web-enabled  software — a  common 
user  interface  and  the  ability  to  link  many  kinds  of 
data  in  a  single  coherent  document — suggest  new 
uses  for  the  project  management  framework,  says 
Michalski.  By  linking  data,  companies  can  create 
easily  accessed  repositories  of  all  the  documents 
associated  with  a  project.  Michalski  says  the  com¬ 
mon  user  interface  will  have  even  deeper  conse¬ 
quences.  “Historically,  project  management  tools 
have  been  for  the  project  managers,”  he  says,  “but 
once  the  tools  are  on  the  Net,  the  process  becomes 
participatory  project  management  for  everyone.” 

Regardless  of  whether  project  management 
tools  are  reserved  for  an  elite  group  or  pushed 
across  an  intranet  to  all  the  members  of  an  orga¬ 
nization,  no  tool  can  replace  skilled  managers. 
According  to  Sentry  Research  and  Analyst  Services, 
at  least  one-third  of  IT  projects  initiated  never 
make  it  to  either  the  pilot  or  production  phases, 
and  only  one  in  10  meets  its  schedule  and  budget 
targets.  KPMG’s  Kearney  believes  the  reasons  go 
beyond  those  that  technology  can  address. 
“There’s  so  much  more  to  project  management 
than  chasing  numbers  that  I  can’t  say  that  some¬ 
one  with  [a  project  management]  tool  will  defi¬ 
nitely  be  better  than  someone  with  a  pencil  and 
piece  of  paper,”  he  says.  But  all  project  manage¬ 
ment  tools,  regardless  of  their  approach  to  the 
problem,  enhance  the  abilities  of  a  manager. 
Kearney  notes,  “Projects  seemed  to  get  done  before 
there  were  computers,  but  these  tools  help  us  get 
to  improvements — better,  faster,  cheaper — the  way 
we  need  to  in  order  to  succeed.”  BEI 


Curtis  F.  Franklin  Jr.  is  a  freelance  writer  and  di¬ 
rector  of  Client/Server  Labs  in  Atlanta.  Fie  can  be 
reached  at  cfranklin@cslinc.com. 


Model  Behavior 

In  today's  increasingly  complex  business  world,  endless 
reams  of  information  can  make  decision  making  even  more  difficult. 
With  cross-functional  teams  within  organizations  and  co-opetition 
among  them,  rows  and  columns  of  data  just  don't  cut  it.  Fortunately, 
Decisioneering  Inc.  had  a  better  idea.  The  Denver  software  company 
has  introduced  a  general-purpose  visual  modeling  tool.  Analytica  is  a 
multidimensional  modeling  program  targeted  at  people  who  spend  a 
good  chunk  of  their  time  conducting  quantitative  analysis.  Relying  on 
object-oriented  technology,  Analytica  illustrates 
the  relationships  among  variables  through 
bubbles  and  links.  For  example,  with  a 
click  of  the  mouse,  users  can  get  a 
visual  representation  of  the 
impact  of  sales  and  commissions 
on  profit  margins.  Complex 
information  can  be  easily  arranged 
in  hierarchical  models.  And  unlike 
spreadsheet  programs  that  display 
data  in  rows  and  columns,  Analytica 
displays  data  in  graphs,  bar  charts  or 
tables.  Analytica  relies  on  a  graphical  user 
interface  and  a  limited  number  of  standardized 
symbols,  features  that  Decisioneering  says  make  the  program  easy  for 
senior  executives  to  learn  and  use.  The  program  includes  risk  and 
sensitivity  analysis  features,  which  are  helpful  when  users  are  creating 
models  with  uncertain  factors.  It  also  features  more  than  100  financial, 
scientific  and  mathematical  functions. 

Analytica  sells  for  $795  and  is  available  for  both  PC  and  Macintosh 
platforms.  For  more  information,  call  Decisioneering  at  800  289-2550  or 
visit  www.decisioneering.com. 


Cryptic  Messages 

Iust  uttering  the  phrase  "encrypting  the  files"  is  hard  enough— 
never  mind  knowing  how  to  carry  it  out.  But  new  technology  from 
Entrust  Technologies  Inc.  in  Richardson,  Texas,  makes  securing  valu- 
aole  documents  easy  and  automatic.  Entrust/ICE  (Integrated  Cryptographic 
Engine)  software  lets  desktop  and  laptop  users  automatically  and  transpar¬ 
ently  encrypt  files.  With  Entrust/ICE,  users  can  have  files  automatically  en¬ 
crypted  when  they  are  saved  in  specified  folders  or  when  the  system  starts 
up.  The  product  also  extends  the  menus  in  the  Windows  95  and  NT  Ex¬ 
plorer  interfaces  to  integrate  file  encryption  and  decryption  in  the  operat¬ 
ing  system.  Because  Entrust/ICE  uses  RSA  public-key  cryptography,  users 
can  encrypt  files  for  specific  recipients.  "Users  of  this  new  product  will  be 
impressed  with  its  speed,  transparency  and  flexibility,"  says  John  Ryan,  CEO 
of  Entrust  Technologies.  "The  application  works  so  quickly  that  users  don't 
even  know  it's  there.  And  there  is  no  need  to  remember  another  password 
because  one  password  works  across  all  Entrust-aware  applications."  For 
more  information,  visit  www.entrust.com  or  call  91 9  992-5525. 
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YES!  I  WOULD  LIKE  MORE  INFORMATION  ON  RATIONAL'S  SOLUTION 
FOR  AUTOMATING  COMPONENT' BAS  ED  DEVELOPMENT 

Nome 
Title  

Compony 

Address 

City_ State_ Zip 

Tel  (  ) Fax  (  ) 

Email 

□  Automated  Software  Quality  □  Requirements  Management  &  Process  Automation 

□  Software  Configuration  Management  □  Visual  Modeling 

RATIONAL 

SOFTWARECO  R  PO  R  ATI  O  N 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  702  BURLINGTON,  MA 

POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

RATIONAL  SOFTWARE 

One  Burlington  Woods 
Burlington  MA  01803-9946 


No  postage 
necessary  if 
mailed  in  the 
United  States 


III . III.. I, II . II.I.I..I.I..  .I..I.II..II...I 
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[e  release  over  20  products  on  8 
major  database  platforms  several 
times  per  year,  so  we  needed  a  serious 
automated  testing  tool  we  could  rely  on. 
SQA  Suite"'  won  hands  down.  It’s  helped 
accelerate  our  development  projects  and 
increase  quality.  Results  were  so  good,  we’re 
bundling  SQA  RoboC  one  of  SQA  Suite’s 
core  components,  in  PeopleSoft  6  at  no 
additional  cost.  Now,  as  our  customers 
modify  their  PeopleSoft®  applications,  they 
can  maintain  the  same  level  of  quality  that 
ships  with  new  PeopleSoft  applications?  ^ 


“SQA  Suite  is  so  good, 
we  embedded  it  in 
PeopleTools.” 

-Peter  Nasca,  V.P.  of  Release 
Processes,  PeopleSoft,  Inc. 


Interested  in  building  higher  quality 
applications  in  less  time?  Trust  SQA  Suite, 
winner  of  more  industry  awards  than  any 
other  automated  testing  tool.  You’ll  get  a 
comprehensive  solution  for  ensuring  the 
quality  of  your  PeopleSoft  applications,  and 
integration  with  Rational’s  industry-leading 
family  of  software  tools  for  Automating 
Component-Based  Development.  Take 
the  first  step.  Call  1-800-609-1922  for  a 
FREE  evaluation  copy! 

RATIONAL 

SO  FTWAR  E  CORPORATION 

The  word  Rational  and  Rational’s  products  are  trademarks  of  Rational  Software 
Corporation.  PeopleSoft  and  PeopleTools  are  registered  trademarks  of  PeopleSoft,  Inc. 


Free  White  Paper — “Automated  Testing 
of  PeopleSoft  Applications:  The  SQA  Suite  Solution? 
Call  1-800-609-1922  orvisitwww.rational.com 
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PRODUCTS  AND  SERVICES  FROM  CIO  COMMUNICATIONS 

IN  FUTURE  ISSUES 

Anatomy  of  an  Outsourcing  Deal 

How  do  you  repair  a  business  relationship  gone  sour?  Learn  how  two  companies 
went  from  near-dissolution  to  a  prize-winning  partnership,  and  see  what  you  can 
do  to  strengthen  your  company’s  position. 

Preparing  for  Change  in  the  Insurance  Industry 

As  other  industries  take  a  share  of  the  traditional  insurance  business,  insurance  com¬ 
panies  are  adding  investment  services  to  their  portfolios.  In  order  to  do  this,  they  are 
looking  to  technology  to  make  the  most  of  the  volumes  of  customer  information  they 
own.  CIO  examines  the  demands  of  and  responses  to  the  new  business  segment. 


TWO  FOR  THE  ROAD 

CIO  Expands  Its  Coverage 

CIO  magazine  is  now  produced  in  two  sections.  CIO  Web  Business,  which  covers 
the  wide-ranging  business  benefits  of  Internet/Web-based  initiatives,  is  part  of  the 
issue  that  mails  on  the  first  of  the  month.  CIO  Enterprise,  which  debuts  this  issue, 
is  pitched  toward  helping  senior  decision  makers  from  all  functions  better  under¬ 
stand  how  to  derive  value  from  their  IT  investments.  It  will  be  part  of  the  issue  that 
mails  on  the  15th.  For  more  information,  visit  wivw.cio.com. 


EXECUTIVE  PROGRAMS 

Collaboration,  Net  Co-opetition  &  Profit 

Dec.  7-10,  1997  •  Century  Plaza  •  Los  Angeles 

Young  workers  take  on  the  challenges  of  the  Net  with  an  abundance  of  techno-savvy 
but  scant  exposure  to  business  practices.  They  must  learn  to  articulate  the  financial 
benefits  of  a  new  business  medium  to  mature  managers,  while  those  managers  must 
learn  to  embrace  new  technologies.  This  conference  will  focus  on  keeping  these  lines 
of  communication  open,  creating  multidisciplinary  partnerships  and  enabling  tech¬ 
nology  zealots  to  work  in  tandem  with  business-minded  managers. 

Contact  CIO  at  800  355-0246  or  www.cio.com/conferences 


CIO  RESEARCH  RESULTS 


TECHNOLOGY  DEPLOYMENT  AND  SPENDING  SURVEY 

A  00/ Morgan  Stanley,  Dean  Witter,  Discover  &  Co.  survey  reveals  where  IT  dollars  go  and  which 
new  technologies  are  finding  acceptance. 

PRICE:  $395  Contact:  Lisa  Kerber  at  508  935-4449  or  kerber@cio.com 

MAXIMIZING  THE  INTERNET:  POLICIES,  PROCEDURES  &  BEST  PRACTICES 

This  study  focuses  on  understanding  the  formal  (and  informal)  policy  choices  companies  are 
making  to  benefit  from  the  Internet's  vast  resources  while  maintaining  acceptable  levels  of 
security,  productivity  and  efficiency. 

PRICE:  $395  Contact:  Denise  Perreault  at  508  935-4443  or  denisep@cio.com 

TRENDS  AND  PRACTICES  IN  MANAGING  I.T.  STANDARDS 

This  study  provides  best  practices  and  processes  for  effectively  establishing  and  managing 
corporate  technology  standards. 

PRICE:  $795  Contact:  Diane  Martin  at  508  935-4274  or  dmartin@cio.com 

CIO  EXECUTIVE  COMPENSATION  SURVEY 

Based  on  the  responses  of  1 ,000  IS  executives,  this  survey  looks  at  compensation  as  it  relates  to 
years  of  experience,  budget,  age,  gender,  company  size  and  education. 

PRICE:  $395  Contact:  Lisa  Kerber  at  508  935-4449  or  kerber@cio.com 
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Web  Central 

www.cio.com/central/ 

The  executive's  starting 
point  for  IS  resources 
on  the  Web 


Executive  Library  & 
Resource  Center 

www.cio.com/CiO/ 

rc_main.html 

Information  and  resources  on 
the  most  pressing  topics 
facing  IS  executives 


Government 
Resource  Center 

www.  cio.  com/CIO/ 
rc_govt.html 

CIO  and  WebMaster  articles  on 
government  IS  issues,  new 
research  and  a  wealth  of  links 
of  interest  to  public-sector 
IS  personnel 


Intranet  Resource  Center 

www.cio.com/WebMaster/ 

wm_irc.html 

Case  studies,  articles,  reports, 
seminars  and  links  pertaining  to 
intranet  development  and  strategy 


WebMaster's  Notebook 

www.cio.com/WebMaster/ 

wm_notebook.html 

A  rich  collection  of  online 
seminars,  notes  and  links  to  sites 
of  interest  to  Web  managers 
and  developers 


Online  Feature  Forums 

www.cio.com/forums 

■  The  Professional  Webmaster 

■  The  Year  2000 

■  Electronic  Commerce 

■  Web  ROI 
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CIO’s  Hardbound  Commemorative 
10th  Anniversary  Editions 


CIO's  commemorative  10th  anniversary  issue  recognizes 
ten  remarkable  years  of  Information  Technology  and  the 
visionaries  who  made  IT  happen.  Such  a  special  issue  deserves 

special  treatment.  Therefore, 
we  are  offering— for  the  first 

time  ever— special  hardbound  "coffee  table”  editions  of  the  September  15,  1997  issue. 

These  hardbound  issues  make  the  perfect  gift  for  clients,  employees,  colleagues  or 
even  yourself!  Recognize  these  dedicated  individuals  for  their  contributions  to  the  world 
of  Information  Technology.  There  are  limited  quantities  available,  so  order  today! 


For  only  fifty  dollars,  this  special  hardbound  issue 
can  be  yours.  For  more  information,  call  508-935-4443 


An  issue 

this 

solid  is 

worth 

n  % 


FREE  POSTER:  Order  the  hardbound  10th  anniversary  issue,  and  receive  this  poster  free!  "The  Chronicle  of  IT  and 
Business  Events"  poster  provides  a  timeline  of  key  milestones,  events,  people  and  facts  in  the  IT  industry  from  '87~'97. 


YES!  I  WANT  A  HARDBOUND  “COFFEE  TABLE”  EDITION  OF  CIO’S  10TH  ANNIVERSARY  ISSUE. 


C  ]  Please  send  me _ copies. 

(Each  copy  is  $50.) 

□  Please  bill  me. 

PO  # _ 


L I  I’ve  enclosed  a  check  made  payable 
to  CIO  Communications,  Inc. 

[  !  Please  charge  my  credit  card. 

Card  No _ 

Exp.  Date _ 


Name 
Title  _ 


Company 
Address  _ 
City _ 


.  State. 


.Zip. 


Telephone 
Fax _ 


email. 


Please  mail  this  order  form  to  Denise  Perreault  at  CIO  Communications, 
492  Old  Connecticut  Path,  Framingham,  MA  01701  or  fax  to  508-879-7899. 
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BankBoston's 
David  lacino 
on  Year  2000 
Project 
Management 

CIO:  When  did  your 
Y2K  project  start? 

In  1995,  BankBoston  put 
together  a  plan  for  a  central¬ 
ized  group  that  could 
interface  with  all  of  the 
application  owners  within 
the  bank. 

What  makes  a  Y2K  project 
more  difficult  or  challeng¬ 
ing  than  others? 

First  and  foremost,  you 
must  complete  the  project 
on  time.  There’s  no  option 
there.  This  project  is  perva¬ 
sive;  it  is  not  limited  to  the 
application  undergoing  reme¬ 
diation  but  includes  other 
applications  within  the 
company  and  in  the  outside 
world.  Roughly  50  percent 
of  these  applications  are 
vendor-supplied — we’re 
dealing  with  80  vendors — 
so  we  also  had  to  put  in 
place  a  very  strong  vendor- 
management  program. 

Are  vendors  concerned 
with  your  compliance? 

Absolutely,  which  is  yet 
another  reason  this  project 
is  unique.  As  our  customers 
look  to  us  for  assurance  that 
the  services  we  provide  them 
will  remain  intact  across  the 
century,  we  look  to  our  ven¬ 
dors  to  support  our  Y2K 
needs.  We’re  a  customer  and 
a  supplier  at  the  same  time. 


How  did  you  set 
priorities  for  this  project? 

We  have  a  pretty  good  han¬ 
dle  on  our  inventory  of  ap¬ 
plications,  but  we  needed  to 
rank  that  inventory  in  order 
to  work  on  our  most  criti¬ 
cal  applications  first.  Those 
applications  most  visible 
to  our  customers  and  most 
central  to  our  business  are 
the  ones  we  have  ensured 
to  be  Y2K  compliant  in 
time.  We  can  work  on  less 
essential  applications 
through  1999  and  even 
into  2000  if  we  need  to. 


A  sort  of  "triage"  approach? 

Yes,  which  was  something 
we  had  already  modeled  in 
our  disaster  recovery  plan. 
We  decided  that  those  appli¬ 
cations  critical  to  a  disaster 
recovery  scenario  are  prob¬ 
ably  critical  from  a  Y2K 
perspective,  too. 


Does  the  project  require 
more  staff? 

The  demand  in  the  labor 


staff  today  who  knows  how 
to  operate  in  our  process.  Our 
biggest  challenge  will  be  to 
figure  out  how  to  retain  those 
people  so  that  we  have  not 
invested  all  that  time  and 
money  in  training  them  only 
to  have  them  poached  or 
raided  by  someone  else  who  is 
just  starting  up  a  Y2K  project. 


in 


David  lacino,  Project  Manager 
BankBoston,  Boston 

►  Line  of  Business  Banking 

►  Bio  Project  manager  at  Bank- 
Boston  for  the  past  eight  years; 
charge  of  the  architecture  for  ’ 

the  common  software  project- 
managed  the  cash-management 
systems  group  and  a  corporate 

lending  group 

►  Day  to  Day  Making  sure  to  contin 
ua'ly  improve  the  process  while 
ookmg  ahead  six  or  eight  months 
to  where  IS  should  next  focus 
Cha»enges  To  keep  is  moving 
and  to  effectively  communicate 

the  Y2K  problem  to  the  rest  of  the 
enterprise 


market  for  skilled  IT  people 
to  remediate  code  is  signifi¬ 
cant.  At  BankBoston,  we’ll 
need  to  add  roughly  40  to  50 
full-time  staff  members  in  IS 
to  get  the  project  done. 

Will  it  be  difficult  to  retain 
your  IT  staff  as  the  turn  of 
the  century  nears? 

Fortunately,  we  have  a  two- 
year  head  start  on  this  proj¬ 
ect;  we’ve  gotten  the  process 
in  place,  and  we  have  a  good 


How  does  the  process  work? 

We  bring  our  inventory, 
application  by  application, 
through  the  remediation  pro¬ 
cess  and  return  it  to  the  appli¬ 
cation  owner  in  a 
Y2K-compliant 
state.  We  go  through 
the  analysis  phase, 
update  phase,  accep¬ 
tance-testing  phase 
and  implementation 
phase,  acting  more  as 
project  managers  over 
the  entire  process 
rather  than  doing  all 
of  the  code-changing 
ourselves.  Then  it’s  up 
to  the  business  partner 
to  pass  it  through  ac¬ 
ceptance  testing  after 
it’s  been  made  Y2K 
compliant. 

What  percentage  of 
the  project  involves 
actually  fixing  the 
code? 

The  analysis  phase  accounts 
for  about  20  percent  of  the 
effort;  the  actual  code  fixing 
represents  another  20  per¬ 
cent;  and  the  testing  another 
50  to  60  percent.  We’re  re¬ 
sponsible  for  the  certifica¬ 
tion  of  each  application, 
soup  to  nuts.  The  process  we 
have  defined  and  refined 
over  the  last  two  years  really 
gives  us  the  well-oiled 
machine  we  have  today. 

-Alex  Frankel 
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CIO  BUSINESS  PERSPECTIVES  CONFERENCE 


Net  Business: 

Collaboration, 

CO-OPETITION 

&  Profit 


DECEMBER  7-10,  1997 
CENTURY  PLAZA  HOTEL  &  TOWER 
LOS  ANGELES,  CALIFORNIA 


N 


owhere  in  our  institutional  memory  do 
we  have  the  experience  base  to  deal 
with  the  challenges  the  'Nets  provide...  alternate 
distribution  and  marketing  channels,  enterprisewide 
collaboration,  modern  business  practices,  partnerships  with  competitors  and  new  profit  metrics. 

Although  they  have  acquired  the  experience  to  guide  business  practices,  managers 
may  sometimes  lack  the  ability  to  adapt  to  the  dynamic  technologies  that  their  younger 
Web-savvy  counterparts  possess.  How  will  executives  embrace  these  new  technologies  and  the 
early  majority  articulate  the  benefits  of  this  new  business  medium? 

Net  Business:  Collaboration,  Co-opetition  &  Profit,  to  be  held  December  7-1 0  at 
the  Century  Plaza  Hotel  &  Tower  in  Los  Angeles,  will  address  these  issues.  Moderated  by 
Tom  Davenport  and  featuring  CIO's  vice  president  of  technology,  Tim  Horgan,  we  will  explore 
both  the  required  multi-disciplinary  partnerships  and  affiliations  necessary  for  improving  'Net 
business  results  and  business  mastery. 
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Sometimes  more  is 


One  company.  One  account  team.  One  smart  solution. 

simply  more  irritating.  Especially  when  it  comes  to  working  with  a  lot  of  different  communications 
companies.  So  why  not  just  use  MCI.  For  everything.  From  Conferencing  to  Data  to  Internet  to 
Local  service.  What  you’ll  get  is  a  single  account  team  dedicated  to  taking  care  of  all  your  business’s 
communication  needs.  Whether  it’s  coordinating  your  sendees  around  the  globe,  around  the  country 
or  simply  around  the  block.  So  sign  up  for  MCI.  It  goes  great  with  a  cup  of  coffee. 


Is  this  a  great  time,  or  what?  :-) 

- 

MCI 


Local  ana  cellular  services  are  only  available  in  certain  areas.  This  oiler  is  only  available  lot  medium-large  businesses  with  local  service  over  MCI  facilities.  Nol  available  in  all  areas.  Call  lor  availability 


